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With variable annuity legislation 
acted in New Jersey and procedures 
tablished for the regulation of two 
Lriable annuity companies by Secur- 
ies & Exchange Commission, “we 
may expect a more rapid development 
variable annuities and perhaps an 
tempt by the insurance industry to 
ign a model bill” for adoption by 
te legislatures, according to George 
Johnson, a pioneer in the develop- 
ent of the variable annuity. On this 
count, Mr. Johnson has sent to all 
surance commissioners a: memoran- 
um regarding variable annuities. 
spout half of it deals with their 
story in various forms. The final 
aif, which covers the need for vari- 
ble annuities and Mr. Johnson’s sug- 
tions and recommendations, is re- 
roduced below. The National Under- 
titer is doing this not only for its 
ue as information to readers but to 
timulate comment from those who 
my want to tell their insurance 
mmissioners their opinions of Mr. 
ohnson’s rec dations 
Mr. Johnson was an officer of Teach- 
Insurance & Annuity and when 
t formed the first variable annuity 
mpany, College Retirement Equities 
md, he became its first vice-presi- 
ent and general counsel. In 1955 he 
came president and chairman of 
fariable Annuity Life of Washington 
). C. and from July, 1956, to July, 1959, 
successively president and chair- 
man of Equity Annuity Life of Wash- 
ington D. Cc. 


By GEORGE E. JOHNSON 





The pattern of development now 
eems reasonably clear. Variable life 
5 _.., annuities will be 
oi ' written in four dif- 

2 ferent ways as fol- 
4 lows: 

1. Through pen- 
sion trusts includ- 
ing some extreme- 
ly open-end pen- 
sion trusts such as 
that now being 
sponsored by the 
Keystone Custodi- 
an Funds, Inc.; 

2. Through a 
separate company 
Writing variable life annuities exclu- 
Svely or in connection with a nominal 
fmount of term life insurance, e.g., 
ollege Retirement Equities Fund, 
Equity Annuity Life, Variable Annuity 
life, and participating Annuity Life of 
Arkansas; 

3, Through a_ segregated account 
maintained by a regular life insurance 
(ompany, as in the Prudential legisla- 
tion; and 

4. Through an investment company 
tat does not operate as a life insur- 
fice company. (Note: This is the 
method which Metropolitan Life be- 
lieves should be used exclusively. While 
Ido not believe sales should be con- 
ined to this method, it is inevitable 
hat variable life annuities will be writ- 
‘nin this way, probably with no fixed 
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guarantees of mortality and expenses.) 

Suggestions and recommendations: 
In the light of the history of the vari- 
able annuity as I have seen it develop, 
and studies that show the need for its 
special features, I would like to put 
these suggestions before the commis- 
sioners: 

1. A “model bill” to authorize the 
sale of variable life annuities should 
be brief and should be limited to the 
following provisions: 

A. If the state law limits the pro- 
portion of a life insurance company’s 
portfolio that can be invested in com- 
mon stock, this limitation must be 
removed for domestic companies. It 
need not be removed in most states 
for foreign companies. 


Approves Prudential Pattern 


B. A _ conventional life insurance 
company should be authorized to write 
variable annuities through a_ segre- 
gated account as in the Prudential bill. 

C. A domestic life insurance com- 
pany should be authorized to invest 


an amount up to 50% of its surplus in 
(CONTINUED ON PAGE 28) 


Cal. Agents May Sue 
Over Mailing Piece 
Of Mutual Fund Talk 


SAN FRANCISCO—California Assn. 
of Life Underwriters is “considering 
legal action” against the promoters of 
two mutual fund sales seminars sched- 
uled for this month at San Francisco 
and Los Angeles. The issue arises out 
of a mailing sent to life agents 
throughout California advertising lec- 
tures by Robert Greer, manager of 
the pension and estate planning de- 
partment of Keystone Co. of Boston, 
who, according to the mailing piece, 
will encourage agents to sell mutual 
funds as well as life insurance. 

The brochure also contains a reprint 
of an article from THE NATIONAL UN- 
DERWRITER of March 7 relating to the 
sale of mutual funds by life agents. 





Denies Any Sponsorship 


Edward Neisser, Massachusetts Mu- 
tual, Los Angeles, president of the 
California association, stated that his 
organization officially denies any spon- 
sorship or support of the lectures. The 
front of the mailing piece reads “Sales 
Seminar—California Life Underwrit- 
ers,” a title used regularly by the as- 
sociation. 

“The California Assn. of Life Un- 
derwriters does not in any way sup- 
port Mr. Greer’s mutual fund lecture, 
nor did it authorize the use of its name 
for promotion of the talks,’ Mr. Neis- 
ser declared. “This organization is 
basically opposed to the _ practice 
espoused by Mr. Greer, that is, the sale 
of mutual fund shares by career life 
underwriters. Life insurance and mu- 
tual funds are antithetic and the sale 

(CONTINUED ON PAGE 24) 


eorge Johnson Offers Suggestions ALC, LIA, LIC Seek, 
or A Model Variable Annuity Bil 


Income Tax Rules 


WASHINGTON—An amendment to 
temporary federal tax rules on life 
insurance company accounting meth- 
ods recommended by American Life 
Convention, Life Insurance Assn. and 
Life Insurers Conference has been in- 
cluded in the rules adopted by the 
Internal Revenue Service to cover the 
new life company income tax act, ac- 
cording to a bulletin sent by the as- 
sociations to member companies. 

The favorable provision recom- 
mended by the associations pertains 
to amortization of bond premiums and 
accrual of discounts. As published in 
preliminary form earlier this summer, 
the temporary rules would have re- 
quired the amortization of all evi- 
dences of indebtedness, including 
mortgage notes, over longer periods 
than previously provided. ALC, LIA 
and LIC urged amendment to permit 
amortization of mortgage notes on a 
more favorable time basis, as under 
prior law regulations. 

New Rules Inconsistent 

In a statement on the preliminary 
draft of the temporary rules addressed 
to the commissioner of internal reve- 
nue, the associations pointed out that 
the proposed temporary rules were 
inconsistent with the provisions of the 
life company income tax act of 1959 
in that they attempted to apply a new 
rule for amortization of bond premi- 
ums to all evidences of indebtedness 
acquired after Dec. 31, 1957. 

The associations contended that un- 
der the new law the special rule for 
the amortization of bond premiums 
should be restricted to corporate state 
and municipal evidences of indebted- 
ness and that other evidences of in- 


debtedness, such as mortgage notes is- 
(CONTINUED ON PAGE 25) 


Predicts Period Of 


j WinChangeInNew Vast Change Ahead 


For Life Business 


Institute Head Also Gives 
Four-Point Public Program 
For Inflation-Free Economy 


DETROIT—Adjustment to economic 
and social trends is going to be far 
more important to 
both the life insur- 
ance business and 
its policyholders 
during the next 
few years than in 
any recent period 
of time, Holgar J. 
Johnson, president 
of Institute of Life 
Insurance, told De- 
troit Life Under- 
writers Assn. at a 
breakfast in the 
Fort Shelby Hotel. 

He emphasized that the pace of so- 
cial and economic change has accele- 
rated steadily in recent years and 
probably will be further intensified 
in the five to 10 years ahead, which, 
he said, promise to be among our most 
turbulent.” 

Earlier in the week, at a luncheon 
of the combined Kiwanis Clubs of De- 
troit at the Statler Hotel, Mr. John- 
son said the American people can have 
an inflation-free economy with a rea- 
sonably stable dollar if they make up 
their minds to it and are willing to 
make the necessary steps to imple- 
ment the decision. In this speech, he 
outlined a four-point program for indi- 
vidual action in the fight against in- 
flation. 


In his predictions for what lies 
(CONTINUED ON PAGE 24) 
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Two foreign students—Mario Calori of Italy and Jette Saxberg of Denmark— 
get a chance to examine one of the life insurance industry’s largest installations 
of electronic data processing equipment at New York Life. The students, shown 
here at the console of an RCA Bizmac computor with Fred M. Rom, assistant 
vice-president, right, are preparing to return to their native countries after a 
summer of employment at New York Life’s home office. 
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Philadelphia Mayor 
Proclaims Sept. 21 
Life Insurance Day 


PHILADELPHIA—Mayor Richard- 
son Dilworth started Philadelphia’s 
welcome to the 70th annual convention 
of NALU rolling by proclaiming Sept. 
21 as life insurance day. 

The mayor also urged all Philadel- 
phians to avail themselves of the 
opportunity of learning more about 
life insurance, what it has done and 
what it will do for them. 

Nearly 2,500 life agents and repre- 
sentatives of life company home offices 
are expected to register for the week- 
long convention, when it convenes at 
the Bellevue Stratford Hotel. The 
official convention program will be 
preceded on Saturday by meetings of 
NALU trustees and an all-day work- 
shop for executive secretaries of local 
and state associations. 

On Sunday, the Women Leaders 
Round Table “Sellerama” and a recep- 
tion for convention registrants by the 
host Philadelphia Life Underwriters 
Assn. will open the program. 


Internal Revenue Unit 
Rules On Companies’ 
1959 Estimated Taxes 


WASHINGTON—Internal Revenue 
Service has issued a ruling that life 
insurance companies may _ without 
penalty base their estimates of 1959 
income tax on their tax liability for 
1958, less $100,000, even though their 
1958 returns are filed after Sept. 15 
under an extension of time, according 
to a bulletin being sent to member 
companies of American Life Conven- 
tion and Life Insurance Assn. 

Both the 1958 returns and the 1959 
estimated tax returns are due on Sept. 
15, but many life companies have ap- 
plied for an extension of time for 
filing because of the new elections 
that have to be made on their first 
return under the new life company 
income tax act. This raised some 
doubts about whether a penalty would 
be incurred by the companies in con- 
nection with the payment of their 
1959 returns because of their inability 
to utilize the safeguard of the 1958 
tax figure as a basis for the estimate. 

TRS was requested by ALC and LIA 
to make clear that the companies 
would have no additional tax added 
to their estimated tax liability, as- 
suming the estimated tax is at least as 
great as the 1958 liability less $100,000, 
whether the 1958 return is filed on 
Sept. 15 or after that date as a result 
of the time extension. 


Central Iowa AéH Agents 
Open 1959-60 Meetings 


George Searle, retail sales manager of 
the Des Moines Register and Tribune, 
was principal speaker at the first fall 
meeting of Central Iowa Assn. of A&H 
Underwriters at Des Moines. He 
spoke on “Three Marks of a Successful 
Salesman.” Charles W. Baechel, Mutual 
Life of New York, Des Moines, presi- 
dent, outlined the program of activities 
for the coming year. 


Saginaw Valley Agents Gather 

Agents and wives from Flint, Sagi- 
naw and Bay City, Mich., associations 
attended a ladies’ night meeting at 
Frankenmuth. Oren D. Pritchard, pres- 
ident of National Assn. of Life Under- 
writers, was the speaker. 


FteNATIONAL UNDERWRITER 


NALU Committee Finds Hope 
For Curb On Keogh-Law Group 


“Just cause for optimism” is seen by 
William H. Pryor, Connecticut Mutual, 
Wauwatosa, Wis., 
chairman of the 
NALU field prac- 
tices committee, in 
the attitude of 
company presi- 
dents queried by 
his committee on 
their attitude to- 
ward bringing out 
individual insur- 
ance and/or an- 
nuity contracts 
conforming with 
the Keogh-Simp- 
son bill, if it passes, rather than direct 
writing of such business on a group or 
individual basis. 


This reaction of responses thus far re- 
ceived from the 70 life companies sell- 
ing the most business is described in 
the field practices committee draft re- 
port, which has been mailed to NALU 
trustees and members of the national 
council. Reports are subject to revision 
before final adoption at the NALU 
convention next week at Philadelphia. 
There follows an abridgement of the 
report, which also proposes a defini- 
tion of what constitutes twisting. 


Your chairman sent out a letter to 
the presidents of the top 70 life insur- 
ance companies from the standpoint 
of volume of business sold in the 
United States. The most pertinent part 
of the letter follows: 

“Our board of trustees has instructed 
me to write to the life insurance com- 


Huber Agency To Hold 
Estate Planning Forum 
At New School, Nov. 25 


The Huber agency of Mutual Benefit 
Life at New York, in conjunction with 
the New School for Social Research, 
will hold its annual estate planning 
forum for attorneys, accountants and 
trust men on Nov. 25. 

Solomon Huber, whose organization 
is a Mutual Benefit general agency, 
has been a faculty member of the 
New School. He conceived and popu- 
larized the estate planners forum idea 
in 1943 and also introduced it to the 
New York CLU chapter when he was 
educational vice-president. The forum 
was last given with the New School as 
co-sponsor in 1954, when the school 
made its facilities available, as it is 
doing for this session. 


Open To Public 

The subject of the 1959 forum will 
be professional partnerships. Speakers 
will include Mark H. Johnson, partner 
in the law firm of Rabkin & Johnson 
and co-author of Rabkin & Johnson, 
“Federal Income, Gift & Estate Taxa- 
tion” and “Current Legal Forms with 
Tax Analysis.’ He is also a member of 
the advisory. group on partnership tax- 
ation of the House ways and means 
committee’s internal revenue _ sub- 
committee. 

Another speaker will be Hugh M. 
MacKay, 2nd vice-president and direc- 
tor of the advanced underwriting 
division of State Mutual Life. 

For the second time since _ 1944, 
enrollment in the forum is open to 
the public on a tuition basis. Charles 
F. Godfrey, registrar of the New 
School, 66 West 12th Street, New York 
11, N.Y., is accepting registration by 
mail at $15 for the one-day session. 





William H. Pryor 





panies to express the hope that in the 
event of the enactment of the Keogh 
bill, they will make available to their 
field forces at the earliest practicable 
date individual contracts of insurance 
and/or annuities designed to conform 
to the requirements of the bill. 

“Further, I have been directed to 
apprise the companies of our associa- 
tion’s traditional stand against direct 
writing either on a group or an individ- 
ual basis. 

Three-Point Query 

“In this connection, I shall greatly 
appreciate your advising: 

“1. Whether your company plans to 
issue the types of contracts contem- 
plated by the Keogh bill in the event 
of enactment of that bill. 

“2. To what extent your company 
plans to market such contracts on a 
group or other mass basis as opposed 
to an individual basis. 

“3. Whether your company will in 
all cases market such contracts (on 
either a mass or an individual basis) 
through agents and/or brokers and pay 
your usual commission rates on the 
contracts.” 

Many replies have already been re- 
ceived and we have just cause for op- 
timism from these replies. However, 
it is still too early to make an analysis 
from the replies already received and 
we shall await the receipt of further 
answers before drawing conclusions. 
This will undoubtedly be a topic of 
general discussion at our committee 
meeting in Philadelphia. 

For the past year and a half, the 
attention of this committee has been 
directed by NALU’s board of trustees 
towards a study of the abuses of the 
so-called “bank loan” or “minimum 
deposit” plan of insurance. 

Although this problem is related, to 
a large extent, to the field of ethical 
practices and more especially to such 
abuses as twisting, replacing, convert- 
ing, substitution, misrepresentation 
and similar practices, nevertheless the 
attention of this committee has been 
diverted from its announced purpose 
of setting forth ethical. standards to 
which the members of NALU may 
repair, and we hope, all others in the 
life insurance industry. 

As stated in our midyear report, 
this committee feels strongly that the 

(CONTINUED ON PAGE 31) 
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MDRT Announces 
Tour Options For 
Hawaii Meeting 


Those attending the 1960 Mij, 
Dollar Round Table’s annual magi, 












in the way of sighs 
seeing, entertaj, 
ment and oth 
forms of relaxatj 
before and af 


and bus.ness 
sions at the Hay 





May 19-23. 

Members a 
prospective mep, 
bers have just been sent brochurd 
explaining the four basic types of trip, 
each with various options, that hay 
been worked out by the Round Tab} 
official travel agency the E. F. MacDa| 
ald Travel Co. of 36 South md 


R. S. Albritton 


Avenue, Chicago 3, Ill. In addition, ty 
agency will tailor special tours for thi 
who want something different fn 
those provided by the regular options 


Letter From 1960 Chairman 


The brochure includes a letter froj 
the 1960 chairman, Robert S. Albritto; 
Provident Mutual Life, Los Angel 
urging life members and all who a 
hopeful of qualifying to make thej 
travel reservations as soon as possilj 
While MDRT rules do not permit mer 
bers to have their wives or othd 
guests at the Hawaiian Village Hot 
during the meeting, “we will weleco 
them at the Hawaiian Village bef 
or after our meeting—and of cous 
you will wish to arrange your trips 
that before or after the annual meetin 
you can share a tour of the Islands wit 
your family,” Mr. Albritton wrote. 

Those making the trip have th 
choice of air or steamer transportatio 
with jet plane service, available j 
about $15 extra each way, cutting t 
trip time to 4% hours. 

Tour options include visits to one 
the neighbor islands—Kaui, Hawaii q 
Maui—before or after the Round Tabi 
sessions. 












August ordinary sales of Equitab 
Life of Iowa amounted to $13,779,0 
and increase of 7.4% over August, | 





Summer actuar- 
ial trainee Neal 
Freeman (right) is 
interested in the 
second policy ever 
issued by New 
York Life, held by 
Clarence J. Myers, 
(center) chairman 
and president, 
since the owner of 
the policy was his 
great-great grand- 
father, Pliny Free- 
man, one of the 
founders of the 
company in 1845 
and its first actu- 
ary. Neal, shortiy 
to return to Yale 
as a sophomore, 
was one of 24 col- 
lege students con- 
sidering actuarial 


careers who worked in the company this summer. At left is Senior Vice-pres! 





4s 


dent James T. Phillips, the sixth chief actuary in the company’s 
For the first four years of its existence New York Life was known as the N 


tilus Mutual Life. 


Vit 
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Why did this man’s 
| agency win our 


President’s Trophy for 1958? 


He’s David Marks, Jr., a C.L.U. and General Agent 
in New York City. He has been one of our largest 
producers over the past ten years and holds the all- 
time New England Life record for a year’s production 


by one man. 





David Marks, Jr., receives the President’s Trophy from O. Kelley 
Anderson, president of New England Life. Presentation was made at 
the Waldorf-Astoria, New York City. 


LIFE INSURANCE EDITION 


But these are not the reasons his agency won the 
President’s Trophy. It is never awarded for personal 
achievement, however impressive. The criteria for 
making the selection are these key areas of agency 
management: new business written; development of 
manpower; sustained agency building; service to 
policyholders as reflected in the net gain of insurance 
in force. 

David Marks and his associates have done a tre- 
mendous job on all counts. For example, the agency 
wrote more than $25 million in Ordinary during the 
first six months of this year. They have paid for no 
less than $3 million a month for the past eighteen 
months while their total manpower growth in that 
period was twenty-seven! Ten Marks-men are among 
our top 100 producers. 

These accomplishments add up to a brilliant team 
record. The President’s Trophy is well-deserved rec- 


ognition of this performance. 


NEW ENGLAND 


Mil LI FE Pn ee 


JHE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA~1835 
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LAA Picks Speakers 
For Convention At 
Chicago Oct. 26-28 


Speakers have been chosen for the 
annual meeting Oct. 26-28 of Life 
Insurance Advertisers Assn. the 
Drake Hotel, Chicago. 

On the program will be Vernon C. 
Myers, publisher of Look magazine; 
Kenneth McFarland, widely acclaimed 
speaker sponsored by General Motors 
Corp.; Donald C. Slichter, president of 
Northwestern Mutual Life; Henry W. 
Persons, vice-president Lincoln Na- 
tional; Anthony C. Chevins, executive 
vice-president Cunningham & Walsh 
Inc. 

Also, A. L. Cawthorne-Page, man- 
ager of Canadian publications of Met- 
ropolitan Life, and Ralph G. Nichols, 
director of communications of Univer- 
sity of Minnesota. 

An innovation of this year’s meeting 
will be a “best of the round tables” 
session, a presentation of top ideas 
gathered from each of the association’s 
four regional meetings. Chairman of 
this meeting will be Kenneth Wunsch, 
Northwestern National. 


at 


Aetna Life Lowers 


Pension Plan Rates 


HARTFORD—Aetna Life has re- 
duced its group pension rates by 5 to 
8%. The new rates are computed with 
a 3%% interest factor and for some 
plans a 3%% interest factor is used. 

The company has also increased by 
an average of 5% the amounts refund- 
ed to employers when persons under a 
pension plan terminate employment 
before retirement. 

The premium and refund rates will 
apply to all new group annuity cases. 
Cases already in force will be re- 
viewed to see whether they are eligible 


HeNATIONAL UNDERWRITER 


Says Sales To Small Business Neglected; 
Cites Small Group Plan Opportunities 


for the new rates. 

The main factor in making possible 
the more favorable rates is the elimi- 
nation by 1961 of the federal income 
tax on the investment of reserves of 
insured pension plans. Other major 
factors are the gain in investment 
yields and a reduction in administra- 
tive costs through increased automa- 
tion. 


NFC Adds Two To 
Convention Program 


Two additional speakers have been 
placed on the program of the annual 
meeting Sept. 19-23 of National Fra- 
ternal Congress at Philadelphia. 

Marie R. Brachman, district agent 
of Aid Association for Lutherans, will 
tell the field managers’ section “Why 
I Am in the Life Insurance Business.” 
DeLong H. Monahan, financial vice- 
president of Provident Mutual Life, 
will discuss current problems of port- 
folio management before the invest- 
ment section. 

The annual meeting will be reported 
by THE NATIONAL UNDERWRITER in the 
Oct. 3 issue. 


Mass. Agents Compile Q&A 
Book For State Exam Study 


A research and study committee of 
Massachusetts Life Underwriters Assn. 
has completed a question and answer 
booklet designed to assist new agents 
in preparing for state licensing exam- 
inations. 

The booklet, which was put to- 
gether with the cooperation of Deputy 
Commissioner O’Leary, has met the 
requirements of Massachusetts law 
and has been approved by Commis- 
sioner Whitney. 

When the publication is actually re- 
leased, all future examinations given 
by the department will be based en- 
tirely on information contained in the 
booklet. 


Every day in every community, 
agents walk out of stores, offices and 
small business establishments, leaving 
a fortune in premium dollars behind 
them. They should ponder the protec- 
tion programs they can offer the typi- 
cal small business, Kenneth K. Walch, 
manager of the group department of 
Philadelphia Life, declared at the an- 
nual meeting of New Jersey Assn. of 
Insurance Agents at Atlantic City. He 
spoke on the role of small groups dur- 
ing a panel on “New Money in Your 
Agency.” 

Group major medical may now be 
written with as few as 10 persons. 
Group life has been legally available 
to firms of this size since 1956. A pay- 
roll deduction plan can be installed 
with as few as five people. An agent 
can qualify a pension plan with as 
few as one or two persons. Add to this, 
individual sales of key man life or 
accident insurance, plus all of the 
general lines, and the list of opportuni- 
ties is impressive, Mr. Walch said. 


Need For Guidance 

There is a tremendous need for 
competent insurance guidance at the 
small business level, he went on. It is 
an area easily overlooked and actually 
avoided because many agents refuse 
to invest time to solicit small-business 
prospects. Admittedly, it is sometimes 
difficult to pin down a responsible in- 
dividual for a satisfactory interview 
on insurance problems. Nevertheless, 
there is a solution. The key to open 
the door is group insurance. 
Huge Growth 

Although it is not new, group is 
still one of the more radical and pro- 
gressive phases of the business. In 
1931, group accounted for only 9% of 
the total life volume. Growing by 
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w-BUILD YOUR OWN AGENCY 


with a career contract that offers you: 


Completely Vested Renewals 
for the premium paying period of the policy. 


Substantial override for general agents. 
Accident and Sickness Plans 


— “Your Partner for Life’’. 


With Central Standard Life’s career contract, you can 





plan for your retirement > create an estate for your family 


enjoy liberal underwriting join an agency-minded organization 
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CENTRAL STANDARD LIFE 


INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6, Illinois 
Life « Accident « Sickness 
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See for yourself 


Write or wire today for 
your “new approach” 
agent’s kit. Get full de- 
tails by contacting your 
local Central Standard 
| General Agent or: John 
M. Laflin, Vice President 
and Agency Director. 
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leaps and bounds, the $144 billion 
group now represents 32% of life jp 
force. Employe benefit plans produceq 
over $5 billion in premiums last year 
The life business is now devoting the 
bulk of its sales effort toward the 
small employer in the so-called “baby. 
group market.” There is a wealth of 
logic behind this campaign, Mr. Walch 
declared. 

For the small employer, a group 
plan holds a lot of appeal, he cop. 
tinued. It allows him to keep pace jp 
the manpower pool with his larger 
competitors. The thrifty employer js 
also alert to the fact that the greatest 
percentage of the cost is usually al. 
located directly to the owners or to 
key personnel. Moreover, the small 
business enjoys the same non-medica] 
underwriting and has identical tax 
advantages. A group plan is a bargain 
to the small concern. Many life com- 
panies use approximately the same 
rate tables for the miniature group 
cases as are applied to accounts in- 
volving many more people. Casualty 
companies tend to load their rates 


slightly, but the cost is still reason- 
(CONTINUED ON PAGE 17) 





Mich. Department 
Denies Dorfman 
License Renewal 


Commissioner Blackford Tuesday 
morning announced his decision not to 
renew the non-resident license in 
Michigan of Allen Dorfman, Chicago 
agent, who has written most of the 
group business on the teamsters’ union. 

The department held hearings on 
this matter since March, during which 
time Dorfman’s license expired. In his 
decision, the commissioner said a re- 
newal would not be in the public 
interest, as Dorfman is not a proper or 
fit person to hold such a license, and 
that sufficient cause has been shown 
for denial of its renewal. There is no 
doubt in his mind, Mr. Blackford said, 
that Dorfman infringed on and violated 
the privileges of the non-resident 
license. 

Dorfman was representing the Dover 
and Union agencies of Chicago. 

Among the charges brought against 
Dorfman were that he had _ violated 
the anti-rebating position of the Mich- 
igan code, that he misrepresented his 
status in Illinois by asking for a 
Michigan license on behalf of an 
agency not licensed in Illinois, and 
that he diverted premiums to his own 
use. 





CHOICE 
LIFE AGENCY DIRECTOR 
OPENINGS — $12,500 - $18,500 


M. West Division Supt. Agcys. $16,500. 
East H. Office Agcy. Dir. $15,000. 
South H. Off. (Indus.) Dir. $15,000. 
South H. Office Agcy. Dir. $12,500. 
Texas H. Office Agcy. Dir. $12,000. 
East Dist. Agency Dir. $11,000. 
Missouri _Life-A&H Supt. Agcys. $10,000.+ 


Other openings available all areas of the 
country for men in thirty-fifty age bracket 
with min. five-ten years Home Office Agency 
Department exp. Employer pays moving ex- 
penses and a part or all of service fee ma- 
jority of our openings. Write for “HOW WE 
OPERATE”. No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


HArrison 7-9040 
Chicago 6, Ill. 


330 S. Wells St. 
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complete 
electronic 
calculating 
facilities 








as 
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as near... 
as your telephone! 





Non-Forfeiture Value and 
Reserve Calculations 


Gross Premium Analysis 
Mortality Studies 
Feasibility Studies 


Programming 


Magnetic tape, paper 
tape or cards 


For realistic assistance on your deadline problems 


write, or call collect 


Actuarial Computing Service, Inc. 





“Specializing in Computer Applications for the Insurance Industry” 


1389 Peachtree Street, N.E., Atlanta, Georgia 
TRinity 5-6727 








HieNATIONAL UNDERWRITER 


an 

open 
letter 

to the 

life 
insurance 
business 


John H. Evans 
Vice President—Sales 





ie today’s life insurance market, life under. 
writers and companies are competing less with 
each other than with the products and services 
of other industries. 

All around us we see family men spending or 
speculating with dollars which, in their own 
interest, should be reserved for family protection, 
Fear of inflation is frequently given as the reagon 
for not buying needed insurance protection. And 
yet, only too often this fear is more an excuse 
than a reason. The real reason may well be the 
tempting prospect of ‘‘making a killing” in the 
stock market, or the illusion that equity invest- 
ments are a one-way street to wealth and 
security. 

We have a responsibility to these men and 
their families: to bring into proper perspective 
the risks and pitfalls that await the unwary 
investor. We must emphasize, frankly and af- 
firmatively, that equity investments can be a 
useful complement to permanent life insurance 
but cannot replace it as the foundation for 
family security. 

That is the theme of ‘Investing for Family 
Security ——-Today and Tomorrow,” Home Life's 
new booklet on the investment advantages of 
life insurance. This 26-page booklet documents 
with case histories and financial data the fact 
that life insurance guarantees the family security 
that other investments can only promise. The 
booklet is not an attempt to “sell’’ Home Life 
but rather the fundamental values of life in- 
surance. 

“Investing for Family Security”’ was originally 
intended for the exclusive use of Home Life’s 
field organization. However, the enthusiastic 
reactions of our underwriters and of insurance 
industry leaders who have seen advance copies 
of this booklet have prompted us to make it 
available to any life insurance man who requests 
a copy for his personal use. 

Our business can contribute to keeping Amer- 
ica on the path of sound economic growth in 
many ways and at many levels. One of these 


HOME LIFE INSURANCE COMPANY, NEW YORK 


William P. Worthington 
President 
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wavs is simply to sell more life insurance, because 
premium dollars fight both inflation and financial 
instability. Another way is for all of us—com- 
panies and individuals—to work purposefully 
and affirmatively at reminding the public of 
the financial facts of life. 

We believe that “Investing for Family Se- 
curity’ is a step in the right direction. We would 
be gratified if publications of a similar nature 
were made widely available by other companies, 
placing a large pool of motivating ideas and 
materials at the disposal of every life insurance 
man. 

If you think the ideas in ‘Investing for Family 
Security’’ can benefit your clients and prospects, 
please use the coupon below to request a copy 
enclosing 25 cents to partially cover costs of 
printing and mailing). As you will notice, we do 
not ask for your company affiliation. Our only 
interest is in helping you tell still more convinc- 
ingly the great story of life insurance. 


_ President 


DEPARTMENT H 
HOME LIFE INSURANCE COMPANY 
253 BROADWAY, NEW YORK 8, N. Y. 


of printing, handling and postage. 


Name 
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SOME OF THE IDEAS 
DISCUSSED IN “INVESTING FOR 
FAMILY SECURITY” 


Is Inflation Here to Stay? 


Insurance’s Own Brand of 
‘Inflation’ 


Stock Investments and Inflation 
‘Dollar Averaging”’ Life Insurance 


Are Common Stocks Really a 
Hedge against Inflation? 


Can the ‘‘Experts’’ Help You Make 
Money in the Stock Market? 


The Record Made by So-Called 
‘Blue Chips’”’ 


How Sure is a Second Income 
from Stocks? 


Mutual Funds and Family Security 


What Happens When You 
‘Invest the Difference’”’ 


Life Insurance’s Unique 
Investment Features 


Behind the Fine Print in Your 
Life Insurance Policy 


The Living Values of Life 
Insurance 








Please send me a copy of “Investing for Family Security Today and Tomorrow.” 
| am enclosing 25 cents (in stamps or coins) to partially cover the cost 





Address 





City or Town 








phe el 
wer wm wm mem ewww ewe -< -=< -—— 
“see Tw we ww west ww wm em em me wee wwe mm wm eee em eww em wm em meme eww ee aes -<<=— seme 





8 





Let Insurance Guarantee The Hamburger; 
Equities Can Buy Filet Mignon-If Any 


“Let the hamburgers be guaranteed 
by life insurance and the other pro- 
perty provide the filet mignon,” is the 
way that B. William Steinberg illus- 
trates to clients and prospects the dif- 
ference between the vital role of life 
insurance and the luxury role of other 
types of investment. Mr. Steinberg, who 
is general agent of Massachusetts Mu- 
tual at New York, sent the following 
article in a bulletin that he writes reg- 
ularly for his agency. 


By B. WILLIAM STEINBERG 


More often these days we are asked 
key questions such as “How much in- 
surance should a 
person own?” “For 
a man with my in- 
come and family 
responsibil- 
ities, what part of 
my income should 
go into life insur- 





ance?” “What is 
the average?” is 
another frequent 
query. 
Then, there is 
B. W. Steinberg the other set of in- 
quiries, somewhat 


analogous: “What do you think of mu- 
tual funds?’ How about the stock mar- 
ket?” Shouldn’t I hedge against infla- 
tion?” 

The estate planner or insurance ad- 
viser must answer. But what is the 


proper reply? Nothing, no one idea or 
pattern, can be considered a panacea. 
“It all depends” is too vague a re- 
sponse, indicating avoidance of the 
issue. What, then? 

We have always felt that the ad- 
viser has a special role and function. 
Certainly he has his own ideas—his 
own preferences and philosophies. All 
people are not the same. Some are 
conservative in their investment 
thinking, others speculative. Some 
men prefer that their children learn 
things the hard way, from experience. 
Others like to ease the burden as 
much as possible. Psychological, social 
and economic background factors will 
affect the ideas and actions of each 
and every one of us. 

For these reasons the consultant is 
careful to be objective. His ideas, 
what he thinks, what he does for his 
own family is important—but not nec- 
essarily the proper philosophy to ap- 
ply to all. We have always explained 
to our clients that it is not our func- 
tion or desire to impose our thinking 
upon him. It is our hope to capture 
his philosophy, his ideas of what he 
wants to do for himself and his fam- 
ily. And then, applying our technical 
knowledge and skill to develop the 
solution he would arrive at for himself 
if he possessed our experience and in- 
formation. 

This is not to say that a basic at- 
titude or approach to today’s prob- 

(CONTINUED ON PAGE 30) 





NEW 
BENEFITS 
FOR 





MEMBERS OF WOODMEN OF THE WORLD LIFE INSURANCE SOCIETY 


Under the program, up to $1,000 may be paid on behalf of any beneficiary member 
of one year or longer who develops lung cancer. Payments under this new program 
will be made with the following limitations. Hospitalization (not to exceed $8.00 
a day), $250; Operating Room, $75; Anesthesia, $50; X-ray and Bronchoscopy, 
$100; Drugs, $75; Surgeon, $350; Private Nurses (registered only), $100; Maximum 


Now added to the 
growing list of its 


fraternal services is 


ASSISTANCE i h ’ $1.000 

TO MEMBERS total each patient, $1, . 

AFFLICTED WITH another free service fraternally provided to our members. 
LUNG CANCER — 

UP TC 

$1,000 with a $100 limitation. 


Other benefits to members include unlimited free treatment for pulmonary tubet- 
culosis—after one year’s membership—which the Society has provided since 1923. 
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This new assistance program is not part of the insurance certificate. Rather, it is 
The program for providing relief to members who become victims of flood, tornado 


and other disasters has now become liberalized. Such members now may receive 
as much as a full year of payments for Woodmen of the World-held life protection 


‘‘The Family Fraternity''® 


WOODMEN ;: WORLD 


LIFE INSURANCE SOCIETY 


. Home Office: 


Omaha 2, Nebraska 





1708 Farnam Street 
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New Pa. Law Simplities 
Merging Procedure Of 


Mutual Life Companies 


HARRISBURG—Gov. Lawrence has 
signed a bill passed by the Pennsyl- 
vania legislature which makes it easier 
for mutual life companies to merge. 
Under a previous requirement, mer- 
gers of mutuals—life companies and 
otherwise—had to be approved by the 
majority of the mutual’s members. The 
new law allows a merger if two-thirds 
of those present and voting in person 
or by proxy at a special meeting called 
by the mutual’s officers approve. 


New Mortality Table 


Other bills signed into law by the 
governor are: 

—H.1391, To remove the 1941 ordin- 
ary mortality table restrictions by 
providing that the rate to be used for 
group life coverage shall be promul- 
gated by the commissioner. A new 
group mortality table should be pro- 
mulgated within the next two vears. 
The bill would permit such _ rate 
changes as reflected by the new table 
to go into effect without further legis- 
lation and also obviate the necessity 
of legislation each time the statutory 
rate base is changed by the industry. 

—H.1389-90, Provides that the base 
for fixing minimum premiums on new 
ordinary life policies shall be the com- 
missioner’s 1958 standard ordinary 
mortality table. The change was re- 
commended at the December meeting 
of National Assn. of Insurance Com- 
missioners. 


NALU Headquarters Board 
Room To Be Decorated In 
Honor Of Julian S. Myrick 


The board of directors room in the 
new NALU headquarters building in 
Washington, D.C., will be decorated 
and furnished by charter builders of 
New York State Life Underwriters 
Assn. in honor of Julian S. Myrick, 
chairman of American College, past 
president of NALU and first president 
of the New York state association. 

Harry K. Gutmann, president of the 
state association, has appointed Arthur 
L. Sullivan state chairman of the 
NALU building fund-raising commit- 
tee. Mr. Sullivan, a general agent of 
Fidelity Mutual, said that he has asked 
all former NALU presidents from New 
York to serve as co-chairmen of the 
special charter builders committee. 

The committee will solicit funds 
from those individuals in the state 
who already are or who will become 
charter builders. The extra funds 
collected over and above the contribu- 
tion required to become a charter 
builder, will be used for the Julian S. 
Myrick board room. 

NALU has approved the New York 
association’s plans and will cooperate 
with it by issuing “Charter Builder 
Plus” buttons at the annual convention 
in Philadelphia. 


Chicago CLUs, Life Assn. 


Set Joint Annual Rally 


Chicago CLU chapter and Chicago 
Assn. of Life Underwriters will hold 
their joint annual meeting Oct. 1 at 
the Hotel Sherman. Arthur F. Priebe, 
Penn Mutual Life, Rockford, Ill., will 
be the speaker. Chicago’s new CLUs will 
be awarded their designations at the 
meeting. General chairman is Odd 
Meyer of Equitable Society, and Oliver 
R. R. Aspegran Jr., general agent Ohio 
National Life, is program chairman. 








September 19, jx 


General Sessions 
Program Announcg 
For ALC Annual 


The program has been announey 
for American Life Convention’s gen. 
al sessions Oct. 14-15 and the lunch 
meeting of the Combination Comp, 
ies Section Oct. 14 at Chicago. Ch, 
man Spahn has _ indicated that ; 
activities of the Combination (,, 
panies Section will be limited to , 
luncheon. Karl H. Kreder, 2nd yj 
president in charge of the perso 
division of Metropolitan, will speak 
“Metropolitan’s Conference Appr 
to Executive Development,” covey; 
a course developed and conducted | 
him before two groups of Metropoli 
executives at Princeton University dy 
ing the summer. 


Commissioner Hammel To Speak 


President R. E. Irish will presig 
the general sessions and at the exe; 
tive session Wednesday afternoon, ( 
Wednesday morning the group 
hear Paul A. Hammel of Nevada, pre 
dent of National Assn. of Insura 
Commissioners, and Claude T. Bigg 
president of the University of Toro 

Speakers and subjects on the sec 
day will be Howard Holderness, pr 
dent of Jefferson Standard, on ‘{; 
Insurance—The Kept Promise of ahj 
Society;” H. Lewis Rietz, executj 
vice-president of Great Southern Li 
on “Changes and Challenges,” 
Charles F. Phillips, president of By 
College, Lewiston, Me., on “Our Eey 
omic Policies and Life Insurance.” 

Gen Hirose, president of Nip 
Mutual Life of Osaka, Japan, wills 
on “Life Insurance In Japan Since 
War,” and Erwin D. Canhan, edi 
of the Christian Science Monitor 
president of the U.S. Chamber of ( 
merce, will speak on “Our Reliance 
Savers and Risk Takers.” James 
Oates Jr., president of Equitable & 
ety, is also scheduled to speak. 


St. Louis General Agents 


Name O'Shea President 


St. Louis General Agents & Man 
Assn. elected Gregory L. 0% 
North American Life of Chicago, p 
dent. He succeeds Robert E. Da 
Northwestern Mutual. 

Other officers are Harley J. Sim 
Equitable Society, 1st vice-presid 
Clarence H. Sheata, Metropolitan 
vice-president-secretary, and W 
ruff W. Walker, General Ame 
Life, treasurer. 


WLRT To Conduct Wom 
Course At Purdue Oct. 26 


A women’s institute will be 
ducted Oct. 26-30 by Women Lea 
Round Table in cooperation with 
Purdue institute. The course will s 
approaches and interviews, dispo! 
of business interests, retirement, 4 
eral estate tax, and managing 
agent’s own affairs. Tuition 3 
payable t) Purdue University. 






















































St. Louis Agents Meet 

Legislation to set up a point ss 
to govern the suspension and rv! 
tion of auto licenses in Missouf 
recommended at the September bt 
fast meeting of St. Louis Life Um 
writers Assn. Advocate of this ™ 
ure was Attorney General John 
Dalton, candidate for Democrati¢ nf 
ination for governor. He said su? 
program is necessary to provide ! 
traffic safety in the state. 
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t thea June 21, 1959 
pt A Hee Mr. Charles Becker, Jr. 
Tevada, pre te fs Franklin Life Insurance Company 
of Insurang Be Springfield, Illinois 
de T. Biss LILLIAN L. PROBST 
y of Toron r rles: 
mn. the seca Lillian Probst writes, “My Dee ‘cha me : : 
erness, pre letter is from the heart, In thinking over the last 17 years of my life, the happi- 
rd, on “Lj rather than from the head. ness and prosperity enjoyed by me have been much 
nise of aF I could write volumes about more than mere luck. I am most grateful and would 
tz, executi my work with Franklin.” like to tell you why. 
jouthent if The acceptance of Franklin special contracts proves 
lenges,” 4 z 
jent of Bs In the 17 years of her beyond a doubt that Americans want to buy the best. 
1 “Our anf Franklin association (she The spectacular growth of Franklin Life in the last 20 
urance.” had no previous experience) years is reflected in the success of the agents. Oh, am I 
t of Nip her earnings have averaged glad that I had a part in the making of this history! 
an, wills over $12,000 annually. Thanks is such a small word but the meaning is great. 
pan Since ; My whole heart and soul are bubbling over trying to 
—_— edi Last year her income, as pour out gratitude to President Becker and all the other 
b tC reported to the Director company officials for the marvelous, special contracts 
+ Rell of Internal Revenue, and wonderful sales aids. 
s.” James amend ta: CERATT-IG. Franklin has made things so easy for me—material 
juitable S blessings and joy which you cannot even imagine. Let 
eak, me say, right now, I would not trade places with any 
one in this whole wide world. 
gents If there is any doubt in the mind of anyone, I would 
ident like to tell him how wonderful it is to be in the great 
family of the friendly Franklin Life. It can do for him 
s & Man cENcy exactly what has been done for me. 
L. 03 GENERAL ny 
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4 - president of Mutual of Omaha, who will have Fred R. Gibney. Prudential, M 
International Claim will discuss ‘“‘The Job Ahead”; Leon- as chairman; the group seminar will B S A. Notes 0th Year 
Assn. Program Is Set ard W. Larson, chairman of Ameri- be headed by Edward W. Sours, Aetna With Sales Seminar 
The program for Internationa] can Medical Assn., examining the prob- Life, and the A&H seminar will be A total of : : : 

Claim Assn.’s golden anniversary meet- lem of “The Doctor and Voluntary directed by Elmer J. Rasmussen, Con- o¢ snag Men's Amuse a 
ing at the Americana Hotel, Miami Health Insurance”; Louis L. Graham, tinental Casualty. to attend the 50th pris ll ie 
Beach, Sept. 27-30, has been com- Vice-president of Business Men’s As- The nominating committee will pre- seminar at Banff, Alta., at which 


pleted. surance, with a talk titled, “The First sent a slate of officers and executive i i a; 

The business sessions will get un- 50 Years Are the Hardest”; and Tol committee members. The committee pth seg gmeigroiy ae ee 
der way on Monday with the presi- Terrell, past president of American jg made up of John W. Ayer, New ored along with 55 aciiieatil hor. 
dential address by Howard J. LeClair, Hospital Assn., who will speak on “The England Life, chairman; Edwin Lin- company’s Million Dollar Cl : the 
vice-president of Mutual of Omaha, Hospital and Voluntary Health Insur- thicum Jr., Travelers; L. L. Phelps, members of the President’s Cluk’ i 
followed by a welcoming address by ance. North American Life; Edwin B. Wal- 36 “all-stars” with 25 years or ps 
Commissioner Larson of Florida. Tuesday’s session will be turned dock, Imperial Life of Canada, and of service. 4 
Other speakers will be V. J. Skutt. over to three seminars. The life unit Lee Wilks, Lincoln National. Theme of the meeting was “Forwa, 
a= From Fifty,” to emphasize the Be 
pany’s goals in its second half-cep, 
tury. An address by President Je 
Higdon keynoted the meeting, aj 
guest speaker was Rev. R. E. Rich. 
ards, Olympic champion and inspir,. 
tional speaker. 





Here’s a man you probably know .. . 


as a Chartered Life Underwriter he Officers of the 1958 and 1959 Hong 
: : Clubs for outstanding producers x. 
4 proudly wears the key which is recog- ceiving awards were C. E. Crandal 
AA Case fe or nized by prospects and clients as a sign ey inne oe “Ora 
of professional knowl ility. Welton and R. L. Van Dyke, both 
Cc. L. U. P edge and ability Columbus, 0.; R. C. Clarke Sr, &. 
: : ‘ vannah, Tenn.; H. J. Homan, Celin: 
PARTICIPATION “Etna Life has for many years considered 0.; H.C. snes and RM. Andere 
es 5 : of Me is; A. P. Van Dine, Sa 
participation in the C.L.U. program as Diego, and L. A. Dold, Bluffton, In 
one of the most important steps in a New sales ideas were presented by 
home office officials, and some suc. 
successful sales career ... we recognize cessful sales methods were illustrated 
: : ; in a_ skit by outstanding producers 
it as an important step to greater income, from Portland. 

markets and prestige. a ‘ 

Pee Home Office Underwriters 


To Hold Exams Next May 


The joint committee on education 
and examination of Home Office Life 
Underwriters Assn. and _ Institute of 
Home Office Underwriters will hold 
underwriting examinations May 13, 
1960. Announcements to that effect 
have been sent to life companies with 
a request that details of the examini- 
tions be passed along to prospective 
underwriting students. 

Nearly 250 student underwriters sat 
for the examinations in May, 1989, 
and the committee anticipates a sim- 
ilar number to participate in the tests 
next year. 

Details of the examinations include 
instructions for taking them, eligibility 
requirements, fee schedules and 2 
bibliography of suggested reading ma- 
terial. 

In order that prospective students 
may have some idea of what to ex 
pect when they sit for the tests, the 
committee also sent along copies of the 
two-part examinations given in Ma 
of this year. 





Unified Reserve Life has introduce 
a non-can guaranteed renewable to 
age 65 A&S policy and a small grou 
peckage plan available to groups 
under 25. 


—E 


MANAGER FOR HOUSTON AGENCY 


The agency: A well-established quality 
agency whose manager is transferring 1 
home office. Staff knows of this ad—and 
wants a top-notch man to spark further agen- 
cy growth. 

The company:One of the most respected 
and progressive eastern companies, with an 
outstanding record of leadership, growth 
and quality business. 

The opportunity: Starting salary is ope. 
Company’s established managers average 


LE I | y | ) $28,000 a year, and many are in $30,000 
N I $50,000 bracket. 
The requirements: Family man, age 30-45, 
with successful field experience and excel- 
INSURANCE COMPANY 


lent contacts in Houston area. 
Afiiliotes: ATNA CASUALTY AND SURETY COMPANY © STANDARD FIRE INSURANCE COMPANY ©& Hartford, Connecticut 








Send full résumé to Box. 6236, Houston 
6. Confidential handling, of course. 
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“and besides, sir, I'll be buying more of 
Provident Mutual’s ‘insured insurance’ when I’m 25, 28, 31, 34, 37, 40...” 


Regardless of any change in insurability, young 
people of today (and somewhat older ones, too) 
can buy added Provident Mutual life insurance on 
specified future dates at standard rates. Yes—as 
much as $10,000 more at each option date without 
evidence of insurability ! The amount purchased is 


governed by the face amount of the basic policy. 

Brokers who are sales and service minded will 
want to investigate. So will agents whose com- 
panies don’t offer this modern insurability guar- 
antee—Provident Mutual’s Guaranteed Purchase 


Option. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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—_ . our own personnel the qualities of their ideas of what these ualitj McC, 
Sees Definite Link Between Compulsory personal leadership which will main- should be. They are Field Marshal sungmi 
- ’ tain its corporate leadership. Certainly, William Slim, governor-genera]l y Ag 
R etir ement And Company S Ur ge To Lead it seems to me that the development Australia since 1953, Viscount Wavel, 
; : 4 3 : . and maintenance of leadership wheth- supreme commander of British force, Re 
Blunting of a company’s competi- ment for executives. This fund execu- er in Canada or the United States, in in the far eastern theatre, Henri Fay 





tive urge to be a leader is likely to oc- tive said that his research people had our respective communities or in the an outstandingly successful Freng The 
_ cur when there is found a direct correlation between | oss world, should be an important industrialist and statesman, and Che} and 4 

an absence of com- companies that lost ground and man- priority today. ter Barnard, a former president yf i? th 

pulsory retirement, agement that didn’t retire promptly. P New Jersey Bell Telephone Co., preg. traditi 

especially for ex- All of this added up to a resultant Passage Not Automatic dent of the Rockefeller foundation ay} 4 pr 

“acne ge es failure to keep abreast of competitors. «a. we look back on the pages of an important factor in the Harvanj famil} 

aa Gy aSee~ F history, whether it concerns religion, business school. Interestingly eno to sav 

ecutives, said Vice- sccueienieaeitienias tiie society, commerce or nations, it ap- these four, quite independent of egy) 22 © 

ropolitan Life’s re- — «The penalties for lack of leadership pears that enduring leadership usually other, gave much the same views ong manaé 

cent advanced perhaps are more severe today than rests on some one person’s highest and leadership qualities. Life U 

management CON- over before, for they produce indivi- most dedicated devotion to an ideal. “Their first common denominator jf ™ ° 

ference. dual and social dislocation and they To me an ideal is something we could courage—and they defined this x 45S": 

“Where manage- support the trend toward nationaliza- set up which is of benefit to mankind. ‘willingness to stand up and be coun} 

ment overstays 1tS tion and socialization,” said Mr. Mc- One person’s leadership may be so ed.’ think 

Edwin C. McDonald 1°@Ve: the spirit of Donald. “Surely successful corporate real and the ideal so genuine that “Their second common denominaty | ¥" os 
: adventure goes out jeadership and good stiff competition leadership is passed on in an inspired is determination. They believe that this -—* 

the window and with it any desire to are the surest safeguards of personal fashion to successive generations but, quality, sometimes referred to as per- the m 
embark on new methods and new prod- freedoms. unfortunately, this can’t be counted sistence, accomplishes more than talent _ 
ucts,” he said. “As a matter of definite policy and on over the years. genius or education. } ‘aie 
In this connection, Mr. McDonald just plain good sense, Metropolitan is “What are the personal qualities of “Their other qualities mentioned ar life in: 
said that recently the head of a large the leader in the insurance field and a leader? What should we look for? mental flexibility, knowledge and jp} Reser’ 
investment trust remarked that the [| can say, feelingly, that our manage- “There is a partial answer, at least tegrity. Of course we accept all thes Mr 
fund’s investment committee will rare- ment has every intention of maintain- in an interesting book entitled “Lead- last three because they are so obvious” by ine 
ly buy the securities of a company ing that position. Therefore, it is ership in the 20th Century.” Discussing the achieving of leader. how p 
that does not have compulsory retire- essential that we find and develop in “Four celebrated personalities give ship recognition, Mr. McDonald said; premit 


ee leader must have a reputation fy years 
integrity and fair dealing, even though practic 
these exact a penalty from the leader. Whe 

MR. COMPANY PRESIDENT! = | S2csh2]= 
@ e venture that the second or third con. turn, 
pany can, because of the influence the} his ov 
leader would have on the industry, cash Vv 





There is the need for production and recruiting. This is not a question. 


, Glamor Needed, Too cept, h 
It is a fact. , Lap 
“Then I think there must be a mix- } to be : 

We can come into your company and help you build agencies by actually ture of glamorous and solid-man quali- | busine: 


ties,” he continued. ““You may wonder} last ye 
why I include glamorous since that} does it 
word has a curious meaning to some | titioner 
Well, I do so because I think a corpora. | surrenc 
F e ° ° 2 ~ Py tion must have a certain amount of} it with 
We are THE Service which will do the following things: Gamiar thane Gaye to-neasacs on! 
ly in the public mind. It can’t project “Fro! 
an attractive face on dry statistics. It 


doing the work with you and for you. 


1. Spend a minimum of fifteen days per year on your premises to work must have a reasonable degree of] Aug. 
: é . : aie : . " showmanship in its make-up. . 

with you and for you, to train men for you, to recruit for you. Per aiken: eanenes tee 0 wae City | 

haps run, in any place you designate, for this sort of thing and othes} Presic 

x y : ae P : couldn’t acquire any flair for it if they Kans: 

a. A Recruiting school for regional directors of agencies. tried for years. However, it does seem} campai; 

is —— to me the top management in any} Bixby’s 

b. A Recruiting and Training school for general agents. large corporation today must be able} premius 

2 aii ai EA sae * to supply both qualities in some degree ceeding 

c. A Training school for agents. in order to make the corporation om] $25 ni 

: ae : which will properly impress the public} final q 

2. Set up a training program for agents, general agents and brokers. with its leadership. $9,609,0 

‘ day last 

P oe oe sats Tell Of Goals—And Reaching Them F 

3. Write sales talks, prepare brochures, handle publicity, advertising, campaig 

: “Innovation and publicity, that is} with $ 

selection tools. advising the other fellow what your} agency, 


goals are and then demonstrating that} agency + 
you are reaching them, seems impor-} and the 
tant too. Another, of course, is the one} With $3 
I mentioned earlier, ‘a willingness to 


1. Provide you with a professional recruiting manual and program. 


5. Function as an additional agency director. (We will be supplemen- stand up and be counted at crite! New P 
ee eee ‘ ae | . ‘ times.’ ” 

tary assistants .. . the agency director you already have will know Mr. McDonald then ticked oft anna 

that we are not after his job. ) pressive list of Metropolitan Life} Constr 

“firsts” and said there were many} lan Mut 

He ec we have ws — ‘ci “ yepeaneant ie has ~ from nine in pencncoredl am to ae ot ee hg Pe 

000, in premium income in ve years time. e have another man who took one company from zero in inter-company activities, recalling Praetori: 

to nearly a million a month in life production in less than seven months. that just a few years ago Metropolitan | ago. The 

men headed the five principal insur} the size 

Here is the bigness of the idea! We have learned, beyond all shadow of a doubt, that all of our wonderful ance trade associations in the United designed 

experience, all of our creative ideas, all of this great knowledge is of value only when it can be physically States and Canada. being cc 


Mentioning the importance of good} Co. Ron 
customer relations in establishing lead- | the pres 
ership, Mr. McDonald said that group } struction 
insurance clients, whether a large 0 : 
Write small company, think of Metropolitan | Nationw 
largely as a supplier. He told of ‘the Nation 
work of the group customer relations | student | 


AAA AGENCY ACTION ASSOCIATES | =r‘: |S 


each layer or echelon in execu and foffers 24. 
key management of each client col Ggarten tt 
Post Office Box 1484 poration has appropriate exposure to annually. 


Indianapolis, Indiana Metropolitan. 


demonstrated. We will actually recruit and begin to train men for you. We will work with your agency 
director and show him a complete system that has worked. We will work with your general agents in 
seminars and demonstrate recruiting and training. We are not critices—we are demonstrators. 
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in the stock market is not security for 










the general agent’s renewal account. 






insurance, 
reiterating his belief that the climate 
n the business today is the one that 
Can work for or against it in the years 


Public's Low 
Life Insurance 























































































































































! unless premi- to come. 
ful Freng | The weakening of the agent’s belief the Seneral agents of most companies um income and insurance in’ force He re “If the trend of the past 
» and Che.) and trust in his product is showing up build equities in their agencies for Support it, The vesting Portion of years of abandoni “th e I Bt 
President qf in the public’s attitude toward the retirement. Business placed on the Managers’ retirement Plans are not value types of life i tamale 
P Co., preg f traditional concept of life insurance as books must continue to pay Premiums heavy enough to give them security tinued, and it oan are ait a rie 
Ndation ang 4 product designed to protect the in order to sustain those retirement at retirement age if the lapse rate character of our mt eB nee : : 
he Harvay} family, to provide for retirement and plans of most general agents The caused by the substitution of one Plan the prot t nN ba 
gly eno to save funds through cash values for wholesale raiding of cash values by for another gets excessive,” Mr ae iicetin ane teak 
ent of ea, f am emergency, Spencer L, McCarty, taking paid-up life insurance and McCarty emphasized , ilies oe een ine 
| : ‘ r : 5 od conscience, j 
© views ee dieters he fee ag Pram making maximum loans for investing He asked the Rochester agents to best interests of the public?” 
Ominator ;,f ing of Rochester Life Underwriters 
‘ Assn. 
: ‘be aul Mr. McCarty said, “What consumers | 
“f think about life insurance is usually 
F : what agents lead them to think. In 
eve that at the main, the agent is the one who has 
A to as a the most contact with the public. The 
: than talent agent has the power to add or subtract, 
'f to enhance or break the reputation of 
entioned arp life insurance.” 
se and in. Reserves Trailing Premium Growth 
Pt all these for McCarty, using figures compiled 
- Obvious” by Institute of Life Insurance, showed 
osie a how policy reserves have been trailing 
station it premium growth over the past 10 
otf years and how cash value growth is 
7 be practically non-existent today. _ 
er, When the agent is persuading the i 
ame ad-T public to buy term insurance ing in ill. be making 
third com. turn, undermining the business and Soon we babe a 
‘luence the his own future by abandoning the - nts in Oh oa a 
' Industry, cash values and low lapse ratio con- appointme ) 
cept, he said. ag en cy . 
“Lapses,” Mr. McCarty said, “used 
be a mix. to be a concern of the life insurance 
2€N quali- f business. A 40% rise in the lapse rate i i 
Y Wonder f last year is talked about a little, but . (who is the company ares 
ince that { does it really concern us? Some prac- ike its Managing sant = he spot promptly and with- 
to some titioners of life insurance believe in Health Insurance, like ms tory) to pay claims on pon re ent is fully aware of 
Corpora- | surrendering old insurance, replacing *American is growing on a planned progression out red tape. Any informed ag ayments to the 
nount of f it with term and investing the differ_ present agencies, 1S € it has built outstanding importance of prompt claim p 
dequate. | ence. am. In 13 other states 1 we expect the impo : ness 
t projet} “From a necessity point of view, Oe ieee is ee growth of his bust ki d of agent we are seek- 
istics, Jt as job and a big : hagrebarwe wingpe 
gree of f Aug. Sales Up As Kansas sasabscuaen in our picture? Your pike be delighted to find aoe to 
11 talen| City Life Observes ee ee Tt cane fo esround of Health is your ithe very special opportunity we 
. ’ a most v: P w, from our backer: more about the : . 
- President's Birthday local reputation. We a experience, that people pe to offer now . . . in Ohio. ' 
: Kansas _ City Life’s August sales 20 years of sound, specializ home town business ill there’s a way- 
°S seem campaign in observance of P i to do business with a ust . apeang ete eanigy i — 
in oe : _ President like best to ‘can Health Agent you m Wher “The American 
| Bixby’s birthday resulted in written To be an American Hee 4 in one ite for our booklets, ion Program.” A 
re able iiiiiens tote 4D: man. ; A enthusiasm, integrity Write re atic Progression F 
dea veer angel taling $45 Million, ex-_ fill that bill—with Story” and “Autom le career is available to the 
i € sa i 
on one} §95 = sd om ~ year by diligence. alize sound, secure, profitable for here is a way. Write 
fe S written on the ent who specializ ho has the will . . . HEALTH 
Dp final day of the campaign totaled he company and ag the public man who De artment, AMERICAN ° 
$9,609,010, up $1,382,927 over the pico T sonal and family insurance serve swe its direct to Agency ae ATION, 300 St. Paul Place, 
‘hem | day last year Leading agencies in the ps ag specializing, the company can ig INSURANCE COR 
campaign were the Missouri agency best. i ee ae value, better coverage, hi Baltimore 2, Md. Ohio 
at is with $6 million; the Kansas City yeney Caner ialist, the agent can develop his entative will be In 
Tra | agency, with $4 million; the Mersfeldc. Service. es il, with sufficient time devoted to eee eseks ahead. Inquire promptly so 
that | Agency of Oklahoma, with $3.4 million professional skill, wit ican Health seeks sub- in the weeks a d in his plans. 
apor- J and the Cummings agency of Texas administering service. Ameri d, carefully selected that you may be included in 
2 one J With $3 million. tantial volume at a limited, car be pro- 
ss to er - ints—where local service can 
$8 number of points the company jalist 
tical | New Praetorian Building vided thru local bayer ig nies Only under “1 eOrer with 
Cc os . 5 
in. | Under Construction faithfully and by 2 Phe cost of good local service pig esr 
Life r onstruction has begun on Praetor- paseo onus bi 
any J 'an Mutual’s new 15-stor offic ild- jus : er 
also J ing in downtown Dallas, on ph et u desire a professional care aa 
hip | Which includes the site of the original vue ss for yourself, spo eet er 
ing | Praetorian Building erecteq 50 years in bese ith thorough training, with full com- *" 
mL ee the New structure, to be twice oppestaniny: Wie ith personal application you N 
tf the size of the Present building, was pany support, and wi ality of service to find a ee 7 M. R/ E yi 
ed J designed py rayson Gill, Inc., and js can give the amount and qu: Y eae career will be MEN, 
Ing Constructed by Henry C Beck successful and profitable —— & oe mat 
df Co. Ronald B. Roorbach, assistant to based on satisfied policy holders. ‘ eae ’ 
j- President, is in charge of con- Ith sets a pattern —in PARENT 
P struction and leasing. *american Hea in establishing its rates, Lon, 
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New Institute Survey 
Shows 1,407 U. S. Life 
Companies In Operation 


There are now 1,407 U. S. life in- 
surance companies, 81 more than a 
year ago and more than twice the 
number in operation 10 years ago, ac- 
cording to the annual survey con- 
ducted by Institute of Life Insurance. 
The total includes all life companies 
reported by insurance departments of 
the 50 states and District of Columbia 
as of June 30, 


HieNATIONAL UNDERWRITER 


“The vigorous population growth 
in all sections of the country and a 
regional shifting of industrial areas 
have been factors in the formation of 
a record number of life insurance com- 
panies in the past 10 years,” the in- 
stitute reports. “In concentrating on 
the life insurance potential of fast- 
growing areas, especially in the south 
and west, these newer life companies 
have experienced a rising pattern of 
growth and an increasing share of the 
amount of life insurance in force.” 

Stock companies account for 1,256 
or 89% of the 1,407 companies, while 


151 or 11% are mutual companies. The 
majority of the older and larger com- 
panies are mutual, and account for 
about 62% of the life insurance in 
force. 

As of June 30, there were 17 com- 
panies in their second century of op- 
eration. 

Companies with over $1 billion of 
life in force numbered 70 at midyear. 

Franklin Life has cited General 
Agent Thomas Shufflebotham af Val- 
paraiso, Ind., as its man-of-the-month 
for September. 





,3NOW * MONY * MONEY » MONY * MONEY + MONY + MONEY » MONY * MONEY + MONY + MONEY + MONY * MONEY + MON) 


MONY means MONY 


This program consists of 4 separate letters 
(as above). They’ve been tested for selling 
power. And they’re personalized — yours 
from letterhead to signature to reply cards. 
MONY prints and mails a set for you every 


Miwa 6- New York 


The Mutual Life Insurance Company Of New York, New York, N.Y 
Sales and service offices located throughout the United States and in Canada 


For Life, Accident & Sickness, Group Insurance, Pension Plans 
MONY TODAY MEANS MONEY TOMORROW! 


“SONY. - MONEY’ * MONY * MONEY » MONY * MONEY” 








New Brokerage Aids from 
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4 sales-making letters that feature your name. MONY pays 
half their cost, handles all the details ...and you get all the replies! 


). for brokers... and their clients < 
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Name 


three months for one year. You receive all 
answers, all leads. Full-year campaign of 
these brokerage business-getters costs you 
pennies per letter. Free booklet gives 
details. Send for your copy now! fey 


FREE BOOKLET { 
DESCRIBES MAIL CAMPAIGN, | 9 2=~ / 
SHOWS ACTUAL LETTERS ee 

MONY, B’way at 55th St., New York 19, N.Y. 


Please send me MONY’s free 
MONY-MAILINGS booklet for brokers. 


a 


I, AXaNOW ¢ ANOW «© AJNOW © ANOW © AJNOW © ANOW «+ AaJNOW » ANOW + AJNOW + ANOW «+ AaNOW * 





gepad 





Address 





City 


Zone_ State 








County 


| » Brokerage name 


ee se ee ee ee ee ee ee 





ee 


September 19, 19% 


Lite Institute-Backed 
Family Finance Shop 


Graduates 32 Teachers 


Thirty-two teachers from 25 statg 
have graduated from the 10th summe 
workshop in family finance conduct 
by University of Pennsylvania. A pily 
workshop, the springboard for 17 syp. 
sequent workshops in _ universitia, 
throughout the country, graduated jt 
first class in family finance 10 yea 
ago. 

The workshops are guided by th 
National Committee for Education jp 
Family Finance, whose members jp. 
clude some of America’s leading edy. 
cators. Financial support comes fro 
life insurance companies through ]p. 
stitute of Life Insurance. 

Starting with the original class 
32 at the University of Pennsylvania 
more than 4,000 teachers representing 
all levels of the American school sys. 
tem have taken the courses and 
through them, thousands of student 
have received school guidance in ql 
phases of family money management. 


Alumni Return 


Alumni from the 1950 pioneer clas 
and from workshops of succeeding 
years returned to this summer’s ges. 
sion to recount their experiences 3 
the workshop and to relate how their 
family finance projects have been in- 
corporated in classroom instruction in 
the subject. 

Twenty-eight projects were devel- 
oped by the 1959 workshop partici. 
pants as future teaching guides in 
family finance, one of which is a study 
guide for a television course in fam. 
ily finance. This project, the collective 
efforts of four workshop participants 
offering 36 weekly lessons of 45 min- 
utes each in money management, ha 
been accepted by a Washington, D.C, 
television station and the series will 
begin in the fall. 


Williams To Discuss Role 
Of Company Personnel In 
A&S Business’ PR Program 


The important role insurance con- 
pany personnel play in the public re- 
lations program of the health insurance 
business will be outlined by James R. 
Williams, vice-president of Health In- 
surance Institute, at the fall meeting of 
A&H Club of New York, Sept. 24. 

Mr. Williams will discuss the need 
for a stepped-up program of communi- 
cations within company ranks to in- 
form both home office and field per- 
sonnel of the latest developments in 
the A&S business. 

Mr. Williams is staff head of the in- 
stitute and is also vice-chairman of 
Health Insurance Council. 


Bankers Of lowa August Sales Up 


New ordinary business of Bankers 
Life of Iowa for August amounted to 
$20,883,773, an increase of nearly % 
million over the same month last yeal. 
Combined with a group total of $7,311, 
000, new business for August totaled 
$28,194,773. Production for the firs 
eight months amounted to $334,586,624, 
an increase of more than $45% million 
over the same period last year. Both 
ordinary and group new business totals 
for the year-to-date represent substal- 
tial increases over the same petri 
last year with ordinary amounting ' 
$198,080,057 and group _ insurance, 
$136,506,567. Total insurance in force 
reached a new high by the end of 
August of $3,480,421,147. Of this total 
$1,931,368,481 was ordinary and $l- 
549,052,666 group. 
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When T.R. decided on a Presidential Policy 





he called The Man from Equitable 


Many presidents have called The Man from 
Equitable for an insurance policy—Garfield, 
Harrison, McKinley, Wilson, F. D. Roosevelt. 
And famous people in other walks of life, too. 
This vear, to celebrate its Hundredth Anni- 
versary, Equitable has announced important 
changes in its insurance program. Graded pre- 
miums, for example. Guaranteed insurability. 





Lower rates for women on larger size policies. 
Liberalized benefits. Broader protection. It’s 
good news—and people from coast to coast are 
hearing about it on DOUGLAS EDWARDS WITH THE 
NEws, over CBS-Television. Theyre learning 
that the best policy is to call The Man from 
Equitable. No wonder so many top life under- 
writers enjoy being The Man from Equitable! 


Living Insurance from EQUITABLE 


The Equitable Life Assurance Society of the United States ©1959 
Home Office: 393 Seventh Avenue, New York 1, N.Y. 
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Editorial Comment 
Refinement Of The ‘Big Lie’ Technique 


“The big lie’ technique is usually 
associated with Hitler but something 
very like it is being worked on the 
American public today—and it’s far 
more insidious, because it fools people 
who would be too smart to be fooled 
by the brazen blatancy of the “big lie.” 
It might be called “the big iilusion” 
and it’s being used to put over schemes 
like Rep. Forand’s that would saddle 
the taxpayers with a system of A&S 
benefits as part of social security. 

The big illusion that has been cre- 
ated is that if a state, local or national 
government pays for A&S coverage 
for those who can’t afford to pay for it 
themselves it is a degrading form of 
charity but if the same result is 
achieved by requiring an absurdly 
inadequate payment from the pro- 
spective beneficiaries, then it is no 
longer charity but an “insurance” 
plan and because the benefits are 
received as a matter of right they 
place no stigma on the recipient. 

The truth, of course, is that such 
“insurance” benefits are just as clearly 
charity as if no “premium” had ever 
been collected. They are no more 
honorable or dishonorable than old-age 
assistance payments or anything else 
that is received by a person who lacks 
the financial resources or the insur- 
ance coverage to take care of these 
needs himself. 

The illusion that a trifling “premi- 
um” payment removes the charity 
stigma would not matter greatly but 
for the fact that creating and main- 
taining this illusion requires the set- 
ting up of a monstrously expensive 
federally operated system that could 
never be unseated. 

All the evidence indicates that the 
nearer to the local level—that is, to 
the actual recipient—a system of social 
assistance can be operated, the less it 
is going to cost. Channeling the money 
into Washington and then back to the 
beneficiaries is inherently an expen- 
sive method, even assuming the most 
scrupulous honesty and efficiency on 
the part of everybody concerned. 

In addition to the high overhead 
caused by a federal system of helping 
the needy, there is the fact that such 
a setup vastly increases the amount 
to be paid in claims. Without a “means 


test,” everybody who pays a “premi- 
um” has a right to receive benefits. 
There is no stigma whatever. The 
recipient is just enjoying one of the 
many rights that he is entitled to. 

Thus, in order to spare the feelings 
of citizens who Are unable to pay for 
needed health services or haven’t 
bought the insurance to take care of 
them, there would be created a hide- 
ously costly national system of “insur- 
ance” to create the illusion § that 
charity isn’t really charity at all. Yet 
in actual fact, can the stigma of char- 
ity really be removed in this fashion, 
any more than if a pauper were to 
pay a surgeon a nickel for an operation 
that would cost anybody else $250? 

What is needed is a far wider 
realization that charity can’t be turned 
into non-charity by merely pasting a 


phony insurance label on it. Stealing is 
not made honest by giving back to the 
holdup victim enough of his money for 
bus-fare home; nor is charity deprived 
of its bitter taste by letting the re- 
cipient make a trifling token payment 
in the guise of an insurance premium. 

The final irony is that even if the 
feelings of the impoverished are given 
all the weight that the bleeding hearts 
claim for them, the Forand type of 
scheme is doomed to failure even as a 
face-saver. Because once the back- 
breaking burden is saddled on the 
taxpayers, the people for whose bene- 
fit the system was dreamed up will 
soon be several rungs down the social- 
approval ladder from where they’d 
have been as deserving recipients of 
honestly-labeled charity. 

The more quickly the general public 
can be made to understand these 
simple facts, the more quickly the big 
illusion will be dissipated and the less 
chance there will be for well-inten- 
tioned but unrealistic schemes like 
the Forand proposal to be irretrievably 
enacted into law.—R.B.M. 





Personals 


H. Ladd Plumley, president of State 
Mutual Life, has been reappointed 
chairman of the United States section 
of the Canada-United States committee 
of the Chamber of Commerce. Mr. 
Plumley is also a chamber director. 


Dr. Berthod T. D. Schwartz, vice- 
president and medical director of 
Bankers National Life, has been elected 
a director of Trust Company of New 
Jersey. 


William T. Beadles, immediate past 
president of American Assn. of Uni- 
versity Teachers of Insurance, has re- 
turned to full-time teaching in the 
insurance and business administration 
departments of Illinois Wesleyan Uni- 
versity, Bloomington, Il. Since 1951, he 
has served as vice-president and dean 
of the university. He has also been ap- 
pointed editor of the Journal of Insur- 
ance, published quarterly by AAUTI, 
to succeed John Bickley, present editor, 
Jan. 1. One of the first fellows of the 
Huebner Foundation, he became a CLU 
in 1942 and was the first president of 
Central Illinois chapter of American 
Society of CLU. He has served on the 
grading panel of American College, 
and in 20 years has taught more than 35 
CLU classes. 


Deaths 


CLARK H. HUTTON Sr., 67, retired 
vice-president and manager of the in- 
vestment department of Life & Cas- 
ualty, died at his home in Nashville 
following a heart attack. Mr. Hutton 
joined Life & Casualty in 1932 as man- 
ager of the investment department and 
became vice-president in charge in 
1940. He was elected a director in 1951. 


E. L. CARLSON, 63, vice-president, 
mortgages, of Fidelity Mutual Life, 
died suddenly. He had been with 
Fidelity Mutual for more than 30 years. 


Mrs. THOMAS A. BRADSHAW, 
whose husband is president of Provi- 
dent Mutual, died at Philadelphia. 


MELVIN G. CAMPBELL Sr., 54, 
general agent at Las Vegas of Occiden- 
tal Life of California, died. He joined 
the company in 1955 and became gen- 
eral agent at Las Vegas in 1957. 


FRANK L. HINCKLEY, 90, a direc- 
tor of Bankers! National Life, died at 
Providence, R. I. Mr. Hinckley was an 
attorney with the Providence law firm 
of Hinckley, Allen, Salisbury & Par- 
sons. He was one of Bankers National’s 
original directors and a member of the 
executive committee for many years. 
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Conventions 


Sept. 20-23, National Fraternal Congres 
America, annual Sheraton Hotel, Phila! 
phia. 

Sept. 20-25, National Assn. of Life Underyr;; 
ers, annual, Bellevue-Stratford Hotel, Phi, 
delphia. 

Sept. 21, Fraternal Actuarial Assn., anny 
Sheraton Hotel, Philadelphia. 

Sept. 27-30, International Claim Assn., anny 
Americana Hotel, Miami Beach. * 

Sept. 28-30, Life Office Management Asn, 
annual, Edgewater Beach Hotel, Chicago, 

Sept. 30, National Assn. of Insurance Commi. 
sioners, credit life and credit A&H y, 
bill legislation subcommittee, French Lig 
Sheraton, French Lick Springs, Ind, 

Oct. 1-2, Zone IV National Assn. of Insurang 
Commissioners, French Lick Springs Hote, 
French Lick, Ind. 

Oct. 12-13, Conference of Actuaries in Py, 
Practice, annual, Drake Hotel, Chicago, 

Oct. 12-16, American Life Convention, annul 
Edgewater Beach Hotel, Chicago. 

Oct. 26-28, Life Advertisers Assn., anny, 
Drake Hotel, Chicago. 

Oct. 28-30, Institute of Home Office Ung. 
writers, annual, Statler Hotel, St. Louis, 

Oct. 29-31, Mid-West Management Conferen, 
annual, French Lick Springs Hotel, Freng 
Lick, Ind. 

Nov. 9-11, Society of Actuaries, anny 
Greenbrier, White Sulphur Springs, wW, y, 

Nov. 9-13. LIAMA, annual, Queen Elizabe 
Hotel, Montreal. 4 

Nov. 12-13, New York Life Underwriters Asy, 
fail delegate meeting, Sheraton Inn, Biry. 
hamton. 

Nov. 16-18, Health Insurance Assn., individy 
insurance forum, Biltmore Hotel, New Yor. 

Nov. 30-Dec. 4, National Assn. of Insurany 
Commissioners, winter meeting, Fontaine, 
— and Eden Roc Hotels, Miami Beg), 

a. 

Dec. 8, Institute of Life Insurance, anny 
Waldorf-Astoria Hotel, New York. 

Dec. 9-10, Life Insurance Assn. of Americ 
annual, Waldorf-Astoria, New York. 

Dec. 27-30, American Assn. of Universit 
Teachers Of Insurance, annual, Washingt, 
Hotel, Washington, D. C. 





Stocks 


By H. W. Cornelius of Bacon, Whipple & (v. 
135 S. La Salle St., Chicago, September 15, 1%) 











Bid Asked 

$ $ 

Aetna Life 250 % 
Beneficial Standard .................0.0 16% ny 
Business Men’s Assurance 401 2 
Cal.-Western States. ........... 113 118 
Commonwealth Life 2612 a 
Connecticut General ..... 358 383 
Continental Assurance . 145 150 
Franklin Life ................. HH. 7 
Great Southern Life .......00000...... 84 & 


Gulf Life 22 Hy 











Jefferson Standard... 94 % 
Kansas City Life ...... 1440 1470 
Liberty National Life 59 6 
Life & Casualty ....... 20% dy 
Life of Virginia ...... 51% BY 
Lincoln National Life 233 238 
National L. & A. ... 111% = 13 
North American, III. 16 " 
Nw. National Life .. 101 106 
Ohio State Life ..... 250 2% 


Old Line Life 
Republic National Life .. 
Southland Life 
Southwestern Life 











Travelers 862 
United, Il. 44 
U. S. Life 40 


Washington National 
Wisconsin National Life 


David Irons Resigns 
From Tex. Department 


David B. Irons, a member of th 
Texas Board of Insurance, has resi 
effective when his successor has bee 
selected or announced. Mr. Irons 
for some time been a close associate 
Gov. Daniel. He was named a com 
missioner two years ago after servic} 
with the criminal division of the U. § 
Department of Justice. He formetl) 
was claims examiner of Trinity Un! 
versal. Mr. Irons said he will ene 
private law practice. 





August sales of Jefferson Natioatl 
were 26% ahead of August, 1958. 
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Says Small Business Sales Neglected 


(CONTINUED FROM 


able in light of benefits offered. 
Underwriting for the smaller cases 
is quite liberal, Mr. Walch noted. As 
an example of the progress that has 
been made, it is possible to provide 
up to $20,000 on the key people, with 
a base of $8,000 on most of the others. 
Not too many years ago, a $20,000 
group certificate was issued only 
where several hundred lives were in- 
sured. True, when small group plans 
first became available, practically all 
companies offered the client a pre- 
determined schedule of benefits. Al- 
though this practice is still common, 
the competition for this class of busi- 
ness is keen and the more aggressive 
companies will allow a large degree of 
flexibility for even the smallest group. 


Sales Procedures 


The problems of selling group to the 
large employer are frequently non- 
existent with respect to smaller 
groups. In the past, large cases have 
almost always been sold as a result 
of a strong personal contact. Today, 
many big firms will route their group 
business through consulting houses 
that screen competitive bids, eliminat- 
ing the personal aspect to a large de- 
gree. Obviously, the agents’ source of 
business should be existing policy- 
holders and friends. 

However, group business has been 
successfully solicited in many other 
ways, Mr. Walch observed. Some 
agencies stress newspaper and tele- 
phone directory advertising. A few 
have experimented with direct mail, 
although a return of around 4% is 
about the best to be expected. Premi- 
um notice stuffers to existing policy- 
holders have been tried with satis- 
factory results. Companies with in- 
dustrial departments have had success 
in cold canvass. In the final analysis, 
the pattern of group prospecting will 
depend on the way the agent operates 
his business. 

A good place to start is with a 
policyholder who owns a small busi- 
ness with at least 10 employes. Before 
a proposal can be prepared, the agent 
must obtain certain information: the 
ages, sex, earnings, and possibly the 
occupation of the people to be covered. 
Somewhere along the line, the general 
lines agent will have to employ sala- 
ried men, well-versed in all the tech- 
nical aspects of selling group. It is 
their job to make up the proposal and, 
wherever possible, to make the pre- 
sentation with the agent. Generally, 
if a prospect is willing to provide 
census information, he is 50% sold 
before he actually sees any figures. 


Expert Takes Over 


After the application and a deposit 
check have been received, the agent 
can become an “interested spectator.” 
The group man will deliver the master 
policies and the employe certificates 
and will review the accounting and 
administrative procediires during the 
case installation. He will encourage 
the account to correspond directly with 
the company on claims and other rou- 
tine matters. If he is doing a good job, 
he will make periodical sales calls on 
the agent’s accounts, keeping the 
agent posted regarding any develop- 
ments that might possibly result in 
additional business, Mr. Walch ex- 
plained. 

He said that a typical small group 
Case involving 15 people, with life in- 
surance and major medical benefits, 
could easily produce an annual premi- 
um of $2,400. Two such cases a year 
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wou'd moan an added $1,000 in com- 
missions. Even more important, the 
agent would automatically have ac- 
cess to 15 new prospects for every line 
his agency has to offer. Worked prop- 
erly, there is no faster means of ob- 
taining prospective customers. 

Even though group commission prac- 
tices vary widely among companies in 
general, they will tend to average out 
fairly closely over the life of the case. 
On small groups, some companies of- 
fer a flat 10% of monthly premiums 
for a 10-year period. Others offer 12 
or 13%. Most of the companies will 
pay the agent 20% of the first year’s 
premium with nine renewals at 5%. 
One company pays 25% the first year, 
with nine years at 10%. Most com- 
mission contracts provide that top of 
the scale commissions will be paid 
whenever a substantial increase in the 
case comes about through other than 
normal additions. 

Although commissions are impor- 
tant, it has been Mr. Walch’s experi- 
ence that most agents feel this is a 
secondary consideration if they can 
obtain prompt service, liberal under- 
writing and good rates for their 
clients. In dealing with the small em- 
ployer, group is often only a portion 
of the insurance coverage handled by 
the agency. It is, therefore, all im- 
portant that the client be fully satis- 
fied in his relations with both the 
agency and the companies selected 
by the agency to handle his insurance. 

When discussing group, especially 
for the small business, the agent must 
consider it as a necessary step in con- 
serving existing business and as a 
wedge for future sales in all lines. Mr. 
Walch recommended that agents utilize 
group as a stepping stone to more lu- 
crative forms of business. 


Prudential’s Curcuru 
Miami U. Management 
Department Head 


Edmond H. Curcuru, who has been 
assistant personnel director of Pruden- 
tial, has been 
named head of the 
department of 
management at 
Miami University, 
Oxford, O. Al- 
though Mr. Cur- 
curu has given up 
his post with Pru- 
dential, the com- 
pany will retain 
him as a consult- 
ant. 

Mr. 





Curcuru, 
who spearheaded 
Prudential’s advanced management 
program, joined the company in 1956, 
after having been assistant director of 
Columbia University’s executive train- 
ing program. The following year he 
began organizing and developing a sim- 
ilar program for Prudential. He as- 
sembled a faculty of prominent busi- 
ness men and management experts. 

The first course began in 1958. Since 
then, some 250 Prudential executives 
have participated in the program. The 
last of this year’s series of three-week 
courses was held at Princeton Univer- 
sity and ended on Sept. 4. 

As originally conceived by Mr. Cur- 
curu, the course will eventually be giv- 
en to almost all Prudential employes 
holding middle and upper manage- 
agement posts. 

For a while following World War II, 
Mr. Curcuru was an underwriter for 
Mutual of New York. 


Edmond H. Curcuru 
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He's on the 
RIGHT ROAD 
with 
Equitable Life 
of lowa’s 


CREATIVE SAVINGS PLAN 
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Most people want to save money. Any savings plan 
is commendable, but the Equitable Life of Iowa’s 
Creative Savings Plan combines the best features of 
other plans and then goes on to add its own dis- 
tinctive values. The Creative Savings Plan is designed 
to help you get right into the heart of an interested 
interview — and the complete sales kit, including a 
phonograph training record, gets you there quick- 
ly. When the Career Life Underwriter works 
this presentation, he’s on the RIGHT ROAD. 






LIFE INSURANCE COMPANY OF IOWA 



















ore ee eereeree eee eeeene 


see eeeeeeeeee 





FOUNDED IN 1867 IN DES MOINES 





eocerceeereee eee eo ee eee eeeee eee eee eereseeeeeeeeeeeeeeeeeeee ese 


The Selection Device You’ve Been 
Waiting For! 
the new R & R PRE-INDUCTION TEXT 


It covers: 

The Career of Life Insurance Salesmanship 

The High Standards of Life Insurance 

Salesmanship 
How Life Insurance Solves People’s 
Problems 

Where Sales Come From 

How You Learn to Sell 

The Importance of Personal Efficiency 
Completion of the TEXT with its revealing 
questionnaires will tell you things about 
your man you couldn’t possibly learn in any 
other way—will help you better determine 
his fitness for the business before you have 
invested time and money in training and 
financing. 
PROCEDURE MANUAL for use by home 
office agency executives, general agents and 
managers also available. 
Prices: 1-4 copies, $2.90 each; 5-24 copies, 
$2.75 each. Larger quantity prices on request. 
PROCEDURE MANUAL: $1.25 é 
Srec‘al Introductory Offer: One copy of both £ 
TEXT and PROCEDURE MANUAL: $3.50 net 
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Benefits Set Aside In 
1958 For Future Income 
Totaled $800 Million 


Nearly one-fifth of the benefits due 
American policyholders and_ benefi- 
ciaries under ordinary and group life 
insurance contracts in 1958, a total of 
$800 million, was set aside to provide 
future income payments rather than 
being withdrawn in a lump sum, ac- 


HteNATIONAL UNDERWRITER 


billion of accumulated policy benefits 
were held by life companies at inter- 
est. 

Holgar J. Johnson, institute presi- 
dent, said, “The emphasis on planning 
life insurance programs to include in- 
come replacement is indicated by the 
large purchases of retirement income, 
family income or combination plans. 
Currently, about one-third of ordinary 
insurance purchased has specific in- 
come provisions.” 

A breakdown of the 1958 benefits 


panies, shows that $520 million or 
65% of the $800 million set aside will 
provide future income to the families 
of deceased policyholders. About $10 
million will be received by benefici- 
aries of persons under group insurance 
contracts, the institute said. 

Matured endowments represented 
$190 million or 23% of the amount 
providing future income. The cash 
values of surrendered policies used 
to provide future income accounted 
for $60 million or 8% of the benefits 


cording to Institute of Life Insurance. 
At the start of the year, about $7.3 








Sleep is often catch-as-catch-can for a lot 
of home office people at Minnesota Mutual. 
They’re kept pretty busy out in the field, 
working with agent after agent in town after 
town, demonstrating how any man can be a 
success using our formula for selling life 
insurance. 


Here’s the formula: The right combina- 
tion of organized selling methods 
Thoroughly proven presentations aimed 
at selling life insurance to fit specific needs 
WM Dramatic and convincing visual aids that 


The Minnesota 


Insurance 


set aside for income payments, based 
on a representative sample of life com- 


set aside. 
the miscellaneous plans. 


The remaining 4% 








get a prospect’s full attention A better- 
paying incentive contract for agents, incor- 
porating an unusual combination of persis- 
tency fees for quality business. 


Shown how by a hard-working home office 
staff, an aggressive field force in 116 offices 
from coast to coast has put Minnesota Mutual 
in the top 4% in the industry. This zooming 
“Star of the North” now has over $2 billion 
of life insurance in force—the second billion 
written in less than five years! 
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Perry Urges Looking 
To Juvenile, Female 
Markets To Boost Sales 


Kenneth W. Perry, vice-president gy 
Massachusetts Mutual, in a discussig, 
of successful selling techniques at the 
company’s eastern and midwester 
regional conferences for leading pp. 
ducers at White Sulphur Spring 
W. Va., said agents wishing to jp. 
crease sales would do well to look to 
the female and juvenile markets. 

Latest figures, he said, show tha 
one-third of the nation’s working 
force consists of women, and it has 
been estimated that during the ney 
10 years the working force will jp. 
crease by some 10 million persons, 9 
whom 50% will be women. 

In the juvenile market, he pointe 
out, some 38 million children wer 
born in the past 10 years and an esti. 
mated 42 million more will be bom 
during the next 10 years. 

“That means 80 million people wil 
be under age 20—a tremendous mar. 
ket by sheer numbers alone,” he said 


Recommends Definite Goals 


Another recommendation for suc. 
cessful selling Mr. Perry gave the 
sales leaders was for the agent to set 
himself definite goals every working 
day. 

“The use of special or artificial de. 
vices is important and necessary to 
most of us and relatively painless,” 
he noted. 

He said that the best such device 
he knows of is followed by two lead- 
ing Massachusetts Mutual producers, 

“For many years,” he said, “they 
never quit working for the day until 
they had a 9:30 appointment for the 
next morning. Today it is a habit with 
them—simple but effective. Try today 
for an appointment tomorrow, and 
then try it every day until it becomes 
a habit with you.” 


Valley Forge Life Has 


New Retirement Policy 


Valley Forge Life, a member of the 
American Casualty group, has intro- 
duced its new retirement contract 
which includes a monthly income ben- 
efit after age 65 and other settlement 
options. 

The policy includes an income at 6 
for males of $10 per month for each 
$1,000 of initial coverage. For females, 
it provides $8.90 monthly for each $1,- 
000. 

Extra benefits are available at slight 
additional cost for those who qualify. 








Agents Using This Plan 


SELL MORE 
INSURANCE 


Unique Ad Medium Produces Leads 
Through Personalized Contacts 


A new self-liquidating plan has proven effec: 
tive in increasing sales for insurance salesmen. 
The plan produces live leads, new preapect. 
and a friendlier customer relationship for 
life agent. Reaches any desired group 
neighborhood or city-wide promotion without 
waste. Unfailing —_, en o% Fs . 
nnies per piece. Use y many 

pee poate Write for full details of 
this self-liquidating plan. 


GETTIER-MONTANYE, INC. 
Direct Appeal Advertising 
GLYNDON, MARYLAND 
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Two Special Units To 
Survey N.Y. State’s 
Major Medical Needs 


ALBANY—Gov. Rockefeller has ap- 
pointed a special task force and ad- 
yisory committee to conduct a study 
of major medical coverage in New 
York state. The governor, during his 
campaign last year and in his annual 
message to the legislature in| January, 
discussed “the urgent need” for the 
extension of such coverage to more 
people in the state. 

Pointing out that although state 
employes and employes of many busi- 
ness firms in New York already have 
major medical coverage, the governor 
said that, in the aggregate, only an 
estimated 10.1% of the state’s working 
pulace is covered against catastro- 
phic medical expense. 
Extend Disability Benefits Now 


The governor also said the task force 
and advisory committee should give 
consideration to “the practicality of 
extending the disability .benefits law 
to encompass this kind of protection 
for all wage earners in the state. Any 
such protection should be written by 
private insurance organizations and 
non-profit pre-payment plans.” 

Roswell B. Perkins, assistant secre- 
tary of the U.S. Department of Health, 
Education & Welfare from 1954 to 
1956, is chairman of the special task 
force. Others appointed to the special 
unit are Commissioner Thacher of the 
New York department; Martin P. 
Catherwood, industrial commissioner; 
Dr. Herman E. Hilleboe, commissioner 
of health; Raymond J. Houston, com- 
missioner of social welfare, and Keith 
McHugh, commissioner of commerce. 

Members of the advisory committee 
include Reinhard A. Hohaus, vice- 
president and chief actuary of Metro- 
politan Life; Robert E. Marshall, gen- 
eral manager of the New York Com- 
pensation Insurance Rating Board; 
Morton Miller, vice-president of Equi- 
table Society and chairman of Health 
Insurance Council; Donald Straus, 
vice-president of Health Insurance 
Plan of Greater New York; Carl M. 
Metzger, president of Hospital Service 
Corp. of Western New York (Blue 
Cross); George Bugbee, president of 
Health Information Foundation, and 
Frank Van Dyke, vice-president of 
Associated Hospital Service of New 
York (Blue Cross). 


Combined Monthly Billing 
Installed By State Mutual 


State Mutual Life has installed a 
billing system that combines premium 
payments for all policyholders’ indivi- 
dual life, annuity and A&S policies 
into one monthly bill. 

Under the new system, existing 
policies are eligible for what the com- 
pany calls the all billing combined 
system provided the total monthly 
premium average is at least $7.50 per 
policy. At the policyholder’s request, 
premiums presently being paid on an 
annual, semi-annual or quarterly basis 
can be converted to the new monthly 
billing system. 

State Mutual already has a pre- 
authorized check plan in effect. 


london Life Insurance In Force 
Passes The $5 Billion Mark 

London Life has passed the $5 bil- 
lion mark in life insurance in force. 
The company, which sells entirely in 
Canada, has more than 114 million Ca- 
nadian insured. Of the $5 billion in 
force, over $4 billion is in individual 
policies and nearly $1 billion is in 
sroup coverage. 


XUM 





N. J. OKs Blue Cross 
Rate Boost; Plan’‘s 
Request Cut Sharply 


TRENTON—Commissioner Howell 
has granted Hospital Service Plan of 
New Jersey (Blue Cross) a rate in- 
crease, but sharply reduced it from 
the 18.1% average requested by the 
plan. Family group rates were cut 
from the 17.8% requested to 14.9%, 
and the non-comprehensive plan from 
20.5% asked to 17.5%. 

He also reduced rates on a new 
deductible contract an average of 
slightly more than 2.5%. 

Referring to the plan’s provision of 
3% in the new rates for an estimated 
increase of $2.5 million in the surplus 
during 1960, the commissioner said 
that, while desirable, he believed it 
was not absolutely necessary. He said 
he was proposing to cut this back to 
one-half of 1%. 


Darby Now Chairman 
Of National Old Line 


W. E. Darby, president of National 
Old Line Life since 1945, has been 
elevated to chairman. He is succeeded 
as president by Charles M. Anderson, 
and Duane E. Kuntz becomes execu- 
tive vice-president, both becoming 
directors. 

Mr. Anderson has been vice-presi- 
dent and general manager of Farm 
and Ranch Publishing Co. Mr. Kuntz 
has been executive vice-president and 
director of agencies of Oil Industries 
Life for four years. He has also been 
with Country Life as agency director 
and manager. 


Swan Joins Lefferdink 

D. Walter Swan has joined the man- 
agement group of the Allen J. Leffer- 
dink Enterprises as vice-president in 
charge of the new eastern office at 
Washington, D. C. Mr. Swan has had 
management experience with United 
Airlines, the U. S. government and 
National Assn. of Manufacturers. His 
son, Daniel, is in charge of the Indiana 
territory for Colorado Credit Life, one 
of the Lefferdink enterprises, which 
include also Allied Colorado Enter- 
prises, Denver Acceptance Corp., Mag- 
ic Mountain, and Cambridge Life, 
International Life of San Juan, Equity 
General Life, Nebraska National Life 
and Equity General Ins. Co. 
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ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 
to age 65. 
Income Conversion Rider. 
Annuities. 
All forms of A& H. 
Complete line of 
mortgage protection. 


Gtd. Issue on Pension and 
Profit-Sharing plans. 








Pre-Authorized Check Plan. 


Family Income Term Policy. 


= AMERICAN NATIONAL 








Gloomy Knucklecracker 


Maybe knuckle-cracking’s fun, but it won't solve his problems. 
He should check with ANICO on our complete line of competi- 
tive plans (with competitive commissions!). Cracked your 


OPENINGS EVERYWHERE IN 

TERRITORY FOR REPRE- 

SENTATIVES, BROKERS AND 
SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 
COORDINATOR OF SALES 


INSURANCE Co. 


GALVESTON, TEXAS 


19 





OVER FOUR AND ONE HALF BILLIONS OF INSURANCE IN FORCE 
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Each year more Americans plan their future financial security 
through investing in Modern Woodmen life insurance. They 
know that Modern Woodmen means modern life insurance. 


MQDERN, WOODMEN 


Home Office --- Rock Island, Illinois 

































































E. F. McElwain 


pervisor. 


two years. 


Charles 


Clontz, 


John Dole 


New York area. 


National Reserve 





Life, the last two Beate ee 
as brokerage su- Dowis has been ap- 
that he was with pointed manager at 


Before 
Prudential as an ordinary agent for 


Life Of Virginia 
P. Bris-Bois, 
training supervisor for North Carolina, 
has been appointed district manager 
at Fayetteville, N. C., to succeed O. J. 
who would have retired in 
December with 27 years of service, 
but, at his own request, is relinquish- 
ing his duties because of ill health. 
Mr. Bris-Bois began his career with 
Life of Virginia in 1950 as an agent 
at Charleston and became associate 
manager at Rocky Mount, N. C., in 1954. 


Western Life Of Montana 





Nationwide Life 


Donald G. Hamm has been appointed 
regional group manager at New York 
City. He was with Home Life in the 


Franklin Life 


Marshall O. Robinson has been ap- 
pointed general agent at Northboro, 
Mass., and Lyle T. Short becomes agen- 
cy manager at Daly City, Cal. Mr. Rob- 
inson was with Equitable Society and 
Mr. Short with Metropolitan Life. 


Changes In The Field 


New England Life 


Edward F. McEl- William J. Barrett has been ap- 
wain will head a _ pointed assistant manager of the policy 
new general agen- change department; Theodore R. Yonge 
cy at 134 South becomes policy change supervisor, and 
LaSalle Street, Carlen P. Booth is budget analyst. Mr. 
Chicago, specializ- Barrett has been in the actuarial de- 
ing in group and partment since 1954; Mr. Yonge joined 


substandard. Mr. the company in 1955, and Mr. Booth 
McElwain for the has been with New England Life 
past 2% years was since 1956. 

with the Monroe 

agency in Chicago Bankers Of lowa 

of Mutual Benefit . 


W. Courson 


Atlanta. He has 
been agency vice- 
president of Uni- 
versal American 
Life and prior to 
that was with Penn 
Mutual. 

Charles C. Ana- 
ma, assistant man- 
ager at Ottumwa, 
Ia., since 1957, has 
been appointed as- 
sistant manager of the Smith agency 
at Sioux City. He joined the company 
in 1945 at Ottumwa. 

Robert P. Gunthorp and Jack M. 
Hagelberger have been appointed group 
representatives at San Francisco and 
Buffalo, respectively. Mr. Gunthorp has 
been group office supervisor at San 
Francisco since March, and Mr. Hagel- 
berger has been an agent at Buffalo for 
a year. 


former field 





W. Courson Dowis 


John Dole, re- 
gional group man- 
ager at Helena for 
the past year, has 
been assigned to 
head a new group 
office at San Fran- 
cisco. He was as- 
sistant group su- 
pervisor of 
Washington Na- 
tional for six years 
before joining 
Western Life. 

Howard L. Na- 


Southland Life 


K. Hoffman Reese, assistant field 
supervisor, has been advanced to man- 
ager at Tulsa. James S. Harmon be- 
comes assistant manager at Austin. 
Mr. Reese went with the company in 
1953. Mr. Harmon, field trainer in 
Texas and Oklahoma since 1954, joined 
the company in 1952. 


Lincoln National 


John M. Cornelius has been named 
supervisor in the Keller agency of San 
Francisco. With the company since 
February, he has been in life insurance 
work since 1951 and is a past president 
of North Montana Underwriters Assn. 


tions has been appointed superinten- 
dent of agencies for southern Ohio and 
part of Kentucky. He was with Colum- 
bian National for nine years. 


Connecticut General 


In the group insurance and group 
pension department, Thomas J. Golden, 
group representative at Philadelphia, 
has been appointed group manager at 
Philadelphia; George J. McCullough 
and James R. Young are named 
assistant district group managers at 
Newark; Richard P. Day is assistant 
group manager at Phoenix and James 
A. Hand goes into the same post in 


€&v~r 


HeNATIONAL UNDERWRITER 


Baltimore; and Thomas E. Reynolds 
Jr. is assigned to Chicago as group 
pension representative. 


Mutual Of New York 





L. Blaine Carr 


Mr. Carr, a CLU, 


L. Blaine Carr, 
who has been at 
the home office for 
managerial train- 
ing since last April, 
when he _ joined 
Mutual, has been 
appointed manager 
at St. Louis to suc- 
ceed Howard D. 
Basler, who be- 
comes brokerage 
supervisor. The 
appointments are 
effective Oct. 1. 
has also been as- 


sociate manager of Prudential at St. 
Louis. Mr. Basler has been manager 


since 1948. 


State Mutual Life 


Loren H. Evans 
has been named 
manager of the 
newly opened 
agency at Long 
Beach, Cal. He 
entered the life 
business in 1947 
with Manufactur- 
ers Life at Long 
Beach and in 1957 
was appointed unit 
manager there. He 
is a past president 
of Long Beach Life 


Underwriters Assn. 





Loren H. Evans 


and chairman of 


the resolutions committee of California 
Life Underwriters Assn. 


Great-West Life 


J. D. Brundage has been appointed 
supervisor of the Gaisford agency at 


Phoenix. 


Union Trust Life 


D. D. Murphy has been appointed 
general agent at Columbia, S. C. He 
was insurance commissioner of South 


Carolina in 1944-54. 


Manhattan Life 


Walter H. Knox has been appointed 
general agent at Tampa. Mr. Knox, 
who entered the life insurance business 


in 1953, has been 
Midland, Tex. 


general agent at 


Equitable Society 


Samuel W. Coombs has resigned as 
manager at Oakland, Cal., for reasons 
of health and his organization is being 
split up into two new agencies, headed 
by Waymon W. Beeson and Bernard 
F. Voll. Mr. Coombs joined Equitable 
in 1933 and became manager at Oak- 
land in 1947. He will remain with the 


~~ LOOK TO NORTHEASTERN LIFE 


--»- FOR OUTSTANDING SERVICE TO BROKERS 
Northeastern has developed a new $25,000 minimum 10 Year Convertible (non- 
renewable) Term Policy with competitive rates. This adds to our diversified portfolio 


and creates distinct sales advantages for you. 
Expansion program provides opportunities for qualified General Agents 
Contact Delbert Dumont, Vice President and Director of Agencies 


NORTHEASTERN LIFE INSURANCE COMPANY OF NEW YORK 
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Beeson agency as associate Manage Septe! 


Mr. Beeson began his career Wit 
Equitable in 1952 and has becn distrig 
manager at Castro Valley for 
Coombs agency since 1956. Mr, Ve 
joined the company at Los Angeles j 
1948 and since then has been Cistri 
manager at Pasadena, Arcadia ay 
Los Angeles. He returned to his py 
as district manager at Arcadia in 19; 
a position he held until the manager, 
appointment at Oakland. 
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Berkshire Life 


Basil R. Weston, 
general agent at 
Rochester since 
1947, has retired. 
He began his life 
insurance’ carreer 
in 1931 as an agent 
at Rochester for 
State Mutual Life, 
later becoming su- 
pervisor of Penn 
Mutual there. He 
joined Berkshire 
Life in 1945. 

David Crumrine, 
supervisor at Rochester since 19} 
when he joined the Weston agen, 
becomes manager there. He is a trusty 
of Rochester Life Underwriters Assn. 

The newly formed Matthews-Schanue 


















Basil R. Weston 
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George N. Matthews William A. Schover 


He 
Lawr« 
ager at 
appoint 
Clifford 


agency has been named general agents 
for the Rochester, Jamestown and But- 
falo areas. George N. Matthews ani 
William A. Schauer, Berkshire genera 
agents in Buffalo and Jamestown, r- 
spectively, will head the new agency, 
which will have its main office a 
Buffalo. 

Mr. Matthews entered the life bus- 
ness as an agent for Equitable Society 
at Buffalo in 1923, joined Berkshire 
Life as a supervisor in 1926 and be 
came general agent in 1931. M. 
Schauer started his career as an ageni 
for Penn Mutual at Pittsburgh in 19%, 
becoming general agent at Detroit i 
1942. He became Berkshire gener 
agent at Jamestown in 1958. 


Woodmen A.&L. 


Earl Sheldon has been appointed 
regional group supervisor for Wash 
ington, Oregon, California and Arizon 
In the business since 1947, he has 
been with Intercoast Mutual Life since 
1950 as district group manager ani 
general agent. 
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General American 


Gerald A. Gilson 
has been appointed 
general agent at 
San Francisco. He 
joined the compa- 
ny in 1956 as an 
agent there. 

Robert N. Stab- 
ler has been pro- 
moted to group ac- 
tuary. He joined 
General American 
as associate group 
actuary a year ago, 
after having been 
with the group de- 
partment of New York Life. He is a 
fellow of Society of Actuaries. 
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Pan-American Life 


George L. Des- 
gain has been ap- 
pointed general 
agent at Norfolk. 


ince He joined Pan- 


. American there in 
os AME on ag RO 
> named _ supervisor 
7s-Schane: in 1957. He is a 
: member of Million 
Dollar Round Ta- 


ble. 
George L. Desgain 


Pacific Mutual 


Paul M. Myrehn has been appointed 
manager at Indianapolis. In the busi- 
ness 10 years, he was assistant manager 
of Mutual of New York at Battle Creek, 
Mich. 


A. Schover ° 

S Home Life Of New York 

ral agen Lawrence C. Weist, assistant man- 
and Buf- 


ager at Albany since 1956, has been 
appointed manager there to succeed 
Clifford F. McKendry, who has been 


hews and 
re genera] 
town, re- 
V agency, 
office at 


life busi- 
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Lawrence C. Weist 


C. F. McKendry 


named co-manager of the Pratt agency 
at New York. Mr. Weist has been with 
Home Life at Albany since 1953. Mr. 
McKendry joined the company at Ro- 
chester in 1947 and became assistant 
Manager there in 1950. He has been 
manager at Albany since 1953. 


appointed 
yr Wash- 
| Arizona. 
he has 
uife since 
ager and 


Monarch Life 


John B. English, general agent at 

Chicago since 1957, has been promoted 

' to regional manager for the northern 

Ilinois-Wisconsin area. He joined 

the company in 1954 and was advanced 

fo supervisor at New York in 1956. 

_ Albert L. Pierce succeeds Mr. Eng- 

lish at Chicago. Mr. Pierce entered the 

life business as an agent with Monarch 
at Chicago in 1958. 

Wayne A. Downs, also a former 
agent at Chicago, is general agent at 
Milwaukee, where he succeeds Ray- 
mond S. Lees, who becomes associate 
gceneral agent at Springfield, Mass. Mr. 
Downs has been with Monarch since 
last year. 
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GOVERNMENT PERSONNEL MU- 
TUAL of San Antonio has named the 
following district managers: L. V. 
Briggs Jr.. Memphis; August Dannehl, 
Havelock, N. C.; Harold Fuller, South 
Carolina; Richard Glass, Washington, 
D. C.; Charles Greiner, southern Vir- 
ginia; H. S. Haines III, Orange County, 
Cal.; Frank Hanson, Sacramento; Ed- 
ward Millett, northern Maine; Walter 
Reierson, Tacoma-Seattle; C. H. Sor- 
rels Jr., southern Mississippi, western 
Alabama, and Lloyd Willett, Norfolk. 


CANADA LIFE of Toronto has ap- 
pointed George C. Harrison branch 
manager at Tulsa. He was formerly 
branch manager at Seattle. Ivan L. 
Benton, with the Seattle branch for 
five years, has been appointed acting 
manager to succeed Mr. Harrison. 


UNIFIED RESERVE LIFE has ap- 
pointed C. Dale Fike of Akron as 
regional manager for northeast Ohio. 
He has been with Paul Revere Life 
and general agent of Life of America. 


FIRST COLONY LIFE has appointed 
Jerome A. Deasel and Walter E. Polk 
Sr. as co-managers at Parkville, Md. 


Mr. Deasel has been manager of Pru- 
dential at Baltimore. Mr. Polk has 
been with Metropolitan Life there. 


LINCOLN LIBERTY LIFE has ap- 
pointed David A. Cook field supervisor 
at Houston for Texas, Oklahoma, Ar- 
kansas and Louisiana. 


PACIFIC FIDELITY has appointed 
Richard E. Sliter manager at San Jose, 
Cal. 





United Security Life Buys 


Ala. Burial Associations 


United Security Life has purchased 
in a direct cash transaction Southern 
Burial Association and Southern Bu- 
rial & Funeral Homes, Inc., two of 
Alabama’s oldest burial associations. 
The purchase price was not disclosed. 
The newly acquired companies will 
operate as a wholly-owned subsidiary 
of United Security with W. D. Brooks, 
former general manager of Southern 
Burial, as agency director. 

Thirty-five agents of Equitable Life 
of Iowa attended the semi-annual home 
office career school. 


al 


Public Hearings On Code 
Set For Sept. 23-24 In Ala. 


The Alabama house and senate in- 
surance committees have set Sept. 
23-24 for public hearings on the new 
insurance code bills. The pending 
measures were drafted by a seven- 
member legislative interim committee 
after 15 months of study and public 
hearings. Principal objective was to 
cut down on sharpers and fly-by- 
night operators in the business in Ala- 
bama. Insurer stock manipulators 
would be dealt a severe blow by safe- 
guards recommended by the legisla- 
tors. 

They drafted the proposal after 
public hearings attended by leaders 
from all segments of the insurance 
business in Alabama and over the na- 
tion. Gov. Patterson is expected to sup- 
port bills, which will be finally drafted 
by the insurance committees and the 
two houses. 

Robert Williams, Seattle attorney, 
who worked with the house-senate 
committee, will attend the hearings. 

The proposed code would greatly 
increase capital requirements for start- 
ing insurers. 























Trained and Equipped 


scribe properly 


be. 


The 


The Lincoln Life man is trained to pre- 


insurance needs. And he’s equipped to fill 


his insurance prescription, whatever it may 


Lincoln Life’s thorough sales training 
courses combined with the Company’s ex- 
tremely broad range of Life, Group, and 
Accident and Sickness plans provide more 
reason for our proud claim that LNL is 


geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


for his clients’ personal 


Fort Wayne, Indiana 
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Home Office Changes 


Massachusetts Mutual 

E. Helen Porter, mortality statistics 
department assistant manager, who 
has been with Massachusetts Mutual 
since 1922, has been named manager 
of the department; Robert A. Johnson, 
personnel assistant, has been appointed 
employment manager in the personnel 


joined the company in 1917 and has 
been assistant manager of the valua- 
tion department, becomes manager of 
the newly created dividend accumula- 
tions accounts department. 


State Farm Life 


Thomas J. Luck, director of man- 
agement education and training of the 


American College, has joined the com- 
pany as executive assistant, working 
in internal control. He has been with 
the American College since 1956 and 
before that was head of the depart- 
ment of business administration of 
College of William and Mary. 


Prudential 
Raymond A. Charles has been 
named executive general manager of 
the bond department. He was in the 
department from 1947 to 1950, and 





department, and Philip H. Dill, who 


returned to the company as general 








2" 3 OUTSTANDING REASONS 
y WHY YOUR SALESMEN 
|e, WILL SELL BETTER... 


WITH COLBURN PRODUCED 
M-P* FILMS 






















ACCEPTABILITY 


-_ A film presentation has an interest and 

., excitement factor that makes it easier for 
the salesman to secure appointments. 
He will find too, that his prospect’s wife 
is much more likely to become interested. 


attentive, and convinced by a film presentation. 


BELIEVABILITY 


To the prospect, the film presentation is the voice of an 

*x% authoritative, unbiased third party. As such he will be more 
r: inclined to believe and act on the facts presented. The film 
ae too, will be more effective than the vast majority of salesmen 
in making use of strong emotional appeals. 


PRODUCTIBILITY 


Salesmen will make more calls ... more sales. No matter how tired 
or out-of-sorts the salesman may be, he can rely on the film for a 
“letter perfect,” enthusiastic sales presentation. With the 

aid of the film, that “‘cone-more-call” is far easier 
and more likely to be made. 


*Motivation-Presentation 






MOTION PICTURES 
SLIDEFILMS 


HOW COLBURN ASSOCIATES CAN HELP You. We have produced 21 Motivation-Presentatién films for the 


insurance industry that have aided in the sale of over $1 billion of insurance. With this wealth of experience in producing 


films for the insurance industry, we would welcome the opportunity of discussing with you the possibility of either 


sound slidefilms. or motion pictures for use in your sales, training or recruiting programs. There’s no obligation . .. 


... Why not write or telephone us today! 





COLBURN ASSOCIATES, INC. 1122 CENTRAL AVE., WILMETTE, ILL. * Alpine 1-8520 * Chicago: BRoodway 3-2310 
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investment manager last year, afte 
having been with Ford Motor Co, ani 
Equitable Society. 


Columbian National Life 


Leonard J. Wat- 
son has been ap- 
pointed to Hartford 
Fire group’s newly 
formed home office 
business develop- 
ment department. 
He has been, since 
1956, director of 
sales promotion 
and field services 
for Columbian Na- 
tional, Hartford 
Fire’s life affiliate. 
In his new post he 
will act as advertising and promotig, 
liaison for the life company and ywij 
serve on the plans committee of th 
new department. Before joining (p. 
lumbian National, he was sales promp. 
tion manager of Security Mutual Lif 
of New York. 


Southland Life 


Three former agents have beg 
named field assistants to operate oy 
of the home office. They are Luther¢. 
Shuffield of El Paso, Richard L. Jack. 
son, Midland, Tex., and William J, 
Crawford, Dallas. 





Leonard J. Watson 


Jefferson National 


Martin J. Robert, 
general agent of 
the company fo 
four years, has 
been named super- 
intendent of 
agents and Roy 
Charleston, for- 
merly an assistant 
manager of Metro- 
politan, has been 
J he named to succeed 

him as ___ general 
agent at Hammond, 
Ind. 





es: 


Martin J. Robert 


Mutual Benefit Life 


Robert Shapiro has been appointed 
to the newly created post of assistant 
director of group sales in charge 
group pensions. Since 1957, he has 
been group pension representative, 
eastern division, for Massachusetts 
Mutual. 


Security Mutual Of New York 


William F. Kessler, junior auditor 
since 1957, has been promoted to the 
newly created post of training auditor. 
He has also been with National Re 
serve Life. 

Charles H. Speary, cashier since 
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ACTUARIAL COMPUTING 
SERVICE, INC. 


1389 Peachtree Street, 

N.E., Atlanta 8, Georgio, 

ff P.O. Box 6192, Tel. 
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CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 
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1930, has retired after more than 38 
years with Security Mutual. He joined 
the company as a clerk in the auditing 


department. 


Republic National 
Promoted in the underwriting divi- 
sion are E. F. Brewer, from | vice- 
president in charge of the division, to 
senior vice-president; Malcolm D. Tho- 
mas, assistant vice-president, to vice- 
underwriting; 


reinsurance 


president 





Malco!m D. Thomas E. F. Brewer 


John F. Daniels, assistant vice-presi- 
dent, to vice-president and manager 
home office underwriting; Colin E. 
McRae Jr., assistant vice-president. to 
vice-president agency underwriti14 
Harry Nurnberg, underwriting consult- 
ant, to assistant vice-president, and 
R. Eugene Hockett, senior life under- 





John F. Daniels Colin E. McRae Jr. 


writer, to assistant 
brokerage underwriting. 
Mr. Brewer has been in life insur- 
ance 31 years and became vice-presi- 
dent of underwriting in 1954. Mr. 
Thomas was with Metropolitan Life for 
15 years before joining Republic Na- 
tional in 1954. Mr. Daniels joined the 
company in 1954 as senior underwriter 


vice-president 


a? 


R. Eugene Hockett 


Harry Nurnberg 


i became assistant vice-president in 
1957. 

In the business since 194F Mr. McRae 
went with the company i. 1951. Mr. 
Nurnberg was with Manhattan Beach, 
Cal., Planning Commission before join- 
ing Republic National, and Mr. Hockett 
joined the company last year after 12 
years as an underwriter with Contin- 
ental Assurance. 


Sun Life Of Canada 


Dr. Donald H. Woodhouse, former 
associate medical director, has been 
appointed medical director. He joined 
Sun Life in 1950. He is a member of 
the attending staff of Montreal General 








Hospital and of the faculty of medicine 
of McGill University. 


YIIM 


LIFE INSURANCE EDITION 


Mutual Trust 


Eugene F. Bussian has been named 
assistant to the president. He came to 
the home office as educational director 
in 1956. Before that he was a field 
representative of the company with 
the Ware agency of Milwaukee. 


New England Life 


Joseph E. Goulart, consultant in 
agency office practices since 1956, has 
been appointed manager of the newly 
created field audit department. He 


joined the company methods 


analyst in 1953. 


Life OF Virginia 

Charles M. Fife, district manager 
at Atlanta since 1953, has been pro- 
moted to regional director of agencies 
to succeed Thomas S. Mattox. who, 
at his own request, will assume Mr. 
Fife’s former managerial position to 
gain further field experience. Mr. Fife 
joined Life of Virginia in 1935 as an 
agent at Atlanta and became associate 
manager there in 1937. He was named 


as a 
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manager at Gadsden, Ala. in 1941, 
serving in the same post at Columbus. 
Ga., in 1947 and at New Orleans in 
1948. 


UNIVERSITY NATIONAL LIFE of 
Norman, Okla., has accepted the resig- 
nation as agency director of vice-presi- 
dent James W. Swank; who will re- 
main vice-president, member of the 
executive committee and a director. 


KENTUCKY CENTRAL L.&A. has 
appointed Russell Loy auditor. William 
Burnette assistant secretary. and Ern- 
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‘Reneficia 
THOUGHTS 


“Life offers no higher pleasure than that 
of surmounting difficulties, passing from 
one step of success to another, forming 
new wishes and seeing them gratified. 

He that labors in any great or laudable 
undertaking has his fatigue supported by 
hope, and afterward rewarded by joy.” 
Dr. S. Johnson 


Beneficial thoughts for those of us in the 


business of Life Insurance. 


BENEFICIAL LIFE 
Srsuvance & Company 


Virgil H. Smith, Pres. Salt Lake City, Utah 
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est Reynolds assistant actuary. Mr. Loy Predicts Period Of 


was formerly with the Kentucky de- 


partment, and Mr. Burnette was form- Vast Change Ahead 
erly treasurer of Cardinal Life of For Lite Business 


Louisville. Mr. Reynolds is a former as aa che 1) 
mathematics teacher. B . 

ahead in the American economy, he 

told Detroit agents “Vast changes wij 

Western & Southern be taking place on the industrial po 

Vice-president and in the farm field, with resultay; 
Willard L. Roth shifts in the make-up of our wor 
has been appointed force. We will be seeing more people 
director of agen- jin technical jobs, more women 4 
cies. He will be work, more young people moving int 
succeeded as agen- jobs, more senior citizens, higher jp. 
cy director of the come levels, greater job competition, 
home office region still further advanced standards 
by James L. Kue- living, the continuous hazard of infl,. 
the, who in turn tionary forces. All of these trends wij 
will be succeeded have an impact on family planning 
as assistant agency life insurance and in the marketing 
; director, home of- side of life insurance.” 

Willard L. Roth al ting bY 1 Trillion In Force By 1966 

Mr. Roth, with Western & Southern As a result of both the accelerated 
for 24 years, became agency director pace of change and the more far. 
of the home office region and vice-pres- reaching impact, he said, it is becom. 
ing more and more urgent that policy- 
holders make continuous re-checks of 
their whole family financial programs, 
including life insurance, to be sure 
that they continue to accomplish fam- 
ily objectives. 

“American families will increase 
their life insurance average per fami- 
ly in the years ahead by material 
amounts, possibly to $15,000 by 10 
years from today as contrasted with 
today’s $8,800. This will probably re- 
flect many more life insurance ‘tith- 
ers’, putting 10% or more of their in- 
Henry L. Pine James L. Kuethe come into life insurance,” he said. 

The institute head pointed out that 
life insurance ownership in the US. 
has doubled in the past seven years 
and that “proportionate growth in the 
years ahead will see aggregate owner- 
ship in this country at the trillion- 
dollar level in 1966.” 

In his Kiwanis Clubs speech, Mr. 
Federal L.&C. Johnson said a stable dollar is a must 
if the nation is to achieve its fullest 
growth and prosperity potentials in 
the next decade. 

Outlining his four-point program 
for individual action, he said, “If we 
as a people really believe in the need 
for a stable dollar, we must: 

—‘“‘Be concerned with the expendi- 
tures of all government and how our 
tax resources are spent, and willing 
to be heard on the subject. 

—“‘Be willing to give a_ dollar's 
worth of labor for a dollar. No wage 
is too high if accompanied by ade- 
quate productivity. 

Western Life Of Montana —“As business men, be conscious 


‘ of the fact that if we price our goods 
George D. Low, associate actuary for because of what the market may cur- 


the Mutual Service Ins. Co. has joined rently accept, we may also be adding 
the actuarial department. A native of to the inflationary forces. 

Scotland, he spent 16 years with Scot- —“So conduct our personal affairs 
tish Equitable Mutual Life Assurance 4, individuals that we do not encour- 
Society at Edinburgh and 10 years age inflationary forces. This means 
with Scottish Insurance Corp. Ltd., as buying what we need, with an eye to 
actuary and investment secretary. value, not being afraid of insisting on 


value for our money. It also means 

CANADA LIFE of Toronto has ap- the conscious effort to save some of 
pointed James Lemon personnel officer. what we earn for tomorrow.” 
He has been with the company for 30 ; 


years, as an accountant, cost analyst a 
and, more recently, as personnel man- Cal. Agents May Sue 








ident in 1958. With the company since 
1947, Mr. Kuethe was appointed as- 
sistant agency director, home office 
region, last year. Mr. Pine started with 
the company in 1935, and since 1956 has 
been superintendent of agencies. 


H. Curtis Reed 
has been appointed 
executive vice- 
president. He 
joined Travelers in 
1946, and has been 
director of the 
group department 
of that company 
since 1957. 





H. Curtis Reed 


sor. Over Mailing Piece 
PAT (CONTINUED FROM PAGE 1). 
ATRIOT LIFE has elected Robert 4° tou: by an individual is not Mae 


H. Autenrieth to the post of assistant 
secretary. He is supefvisor of home 
office operations. Bef joini i : : 

: ; Farland & Ferdon with instructions to 


LIFE OF FLORIDA has appointed study possibility of a suit for damages 
J. Earl Culbreth director of the in- over the mailing. : 
dustrial department. He has been dis- “The association,” Mr. Neisser said, 
trict manager at Miami since 1958, “has received considerable criticism 
and will continue in this capacity. from its members who were led 1 
believe by the brochure that the a 

Lutheran Brotherhood has been li- sociation is sponsoring the mutual fund 
censed in Massachusetts. clinics.” 


best interest of the public.” 
The matter has been turned over 
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LIFE INSURANCE EDITION 


Says Buy Term Advocates Exhibit 
Ignorance Of What Security Means 


Claire W. Wall, director of educa- 
tion of Girard Life of Dallas, contrib- 
utes the following to the discussion 
of how to handle the prospect who 
has been sold the idea of buying term 
and doing his own investing, instead 
of putting his money into cash-value 
life insurance. 


By CLAIRE W. WALL 

For some time now some of the 
“investment experts” have been rec- 
ommending to their clients the pur- 
chase of certain kinds of mutual funds 
and adding on term insurance in order 
to provide future financial security. 
In my personal opinion a recommen- 
dation of this nature indicates a lack 
of knowledge as to what financial se- 
curity means. In most cases, these 
“experts” have made claims that if 
you put too much money into life 
insurance, you will not be able to 
provide and build investment funds 
in a sufficient amount to provide fi- 
nancial security for retirement pur- 
poses. 

They therefore recommend a suf- 
ficient amount of term to age 70 for 
the protection of the family, and the 
balance to be invested in investment 
funds. The amount of this term in- 
surance recommended depends on the 
income of the individual they are try- 
ing to sell. In a good income bracket 
they have been recommending $60,- 
000 of term to age 70, which would 
have an annual cost of about $825 
for an individual age 30. 

Still 10.3 Years To Live 

However, the national Office of Vi- 
tal Statistics indicates that a male 
attaining the age of 70 will have a life 
expectancy of 10.3 years. Therefore, if 
an individual followed the term ad- 
vocates’ suggestion and lived to age 
70, he would have spent $825 a year 
for a period of 40 years, or a total of 
$33,000. Then, when he dies, his fami- 
ly will receive no benefit from these 
dollars because the term period has 
expired, and he will be $33,000 minus 
at his retirement age. 

Normally, the term advocates’ 
clients are not told that the invest- 
ment is not guaranteed and_ that 
there is nothing certain about it. 
Neither are they told that they will 
need to keep an eye on their invest- 
ments, and if the market starts to 
slump, they can sell out and reinvest 
in another fund, and that the cost of 
the transaction will be about 8%. 

It is almost a certainty that when 
a big break does come in the stock 
market, investors will panic and rush 
in to sell. The only way that these or- 
ganizations have to raise the money 
is to resell the stock. Since, of course 
we have a “forced liquidation” situa- 
tion, these same stocks will sell for 
less and less, and the investors will 
stand to lose heavily by it. 

However, suppose that these stock 
and bonds do go up in value and that 
they will yield a gross return of 5%, 
which is considerably above the re- 
turn at the present time. Suppose that 
the investor is in a $20,000 income 
tax bracket, and that he invested 
$10,000. The gross return before taxes 
would be $500. Under a joint return, 
42% of this amount would be taxable 
income, and therefore, he would re- 
ceive a net income of $290 which is a 
2.9% net return. 

If the individual is in a $40,000 in- 
come bracket, his rate would be 62% 
and he would have a net return of 
$190, or 1.9%. Actually. he would be 


taking a 5% risk for a 2.9% or 1.9% 
profit. Even mathematically, the odds 
are against him and it would not mat- 
ter whether the stocks go up or down, 
he would lose after taxes as far as a 
good investment is concerned. 

Inflation is merely a deflation of 
the purchasing power of the dollar, 
and we have had it with us since the 
beginning of time, entirely dependent 
on the old law of supply and demand. 
Therefore, the more dollars that are 
available for spending, the less each 
of those dollars will purchase in com- 
modities. 

Most Depend On Credit 


With the extension of more and 
more credit to the buying public, most 
people today are living on this same 
credit, entirely dependent upon the 
maintenance of future income. In one 
sense of the word it is merely a 
“paper economy,” and most people 
are convinced that it will continue as 
such. However, if we take a look at 
the pages of history, this so-called 
economy will not stand even a casual 
inspection, assuming that history al- 
ways repeats itself. 

Using the year 1800 as a basis for 
a cost-of-living index in which the 
dollar would purchase exactly one dol- 
lar in commodities, we find that there 
have been only 36 years in which the 
dollar would purchase less than one 
dollar in these same commodities. This 
simply means that when the average 
age individual gets ready to retire, if 
he lives, there is about a 78% chance 
that the 50-cent dollar we have today 
will purchase a minimum of one dol- 
lar in commodities. 

Most of these investment counselors 
and stock salesmen do not advise their 
clients that life insurance is the only 
kind of property capable of producing 
tax-free income for retirement pur- 
poses, with the exception of certain 
kinds of government bonds. 
Guaranteed Profit $11,666 

Suppose an individual age 30 were 
to invest $1,200 a year in a 20-pay life 
insurance contract, which would pro- 
vide $52,470 of life insurance protec- 
tion for his family. His total premiums 
for the 20 years would be $24,000. 
At age 65, his guaranteed cash avail- 
able would be $35,666 for a guaranteed 
profit of $11,666 with no income taxes 
to pay as yet. If he elects an annuity 
option at age 65 and receives the an- 
nuity on a monthly basis, he could 
have an income of $224.69 for life, 
with such payments guaranteed for a 
minimum of 10 years. This is equal to 
$2,696.28 annually. 

According to U.S. Treasury tables, 
at 65 this man has a life expectancy 
of 15 years; therefore during the 15- 
year period he will receive $40,444.00, 
and if he lives longer than his life 
expectancy, he will receive corre- 
spondingly more. In addition, his in- 
come will never experience any de- 
preciation relative to market values, 
since both are guaranteed by contract 
and regulated by state laws. 

What about taxes? If we consider 
the income tax situation at the pre- 
sent time on the basis of the 1954 
internal revenue code, approximately 
50% of his annual income would be 
entirely free of any income taxes. In 
other words, he would be subject to 
income taxes only on an income of 
$1,348.00. Assuming an income tax 
bracket of 25% at age 65. he would 
pay income taxes of $337, which 
leaves a net income of $2,359.28. 


If this individual had accumulated 
$35,666 in stocks, bonds, or real estate, 
and if he had no losses during the 
entire 35 years, and if he is able to 
invest this amount of capital at a 
guaranteed 3%, since he does not 
want to take any risk of losing it, he 
would have a gross return of $1,069.98 
before taxes. 

Difference Would Be $28,436 

Assuming the same income tax 
bracket of 25%, he would pay income 
taxes of $267.49 annually for a net 
return after taxes of $800.49. The dif- 
ference between the net annual re- 
turn after taxes is $1,559.19, which 
means that if the individual lives to 
his life expectancy, he would receive 
back $28,436.65 more by utilizing the 
life insurance annuity method. 

It is granted that the investment 
method would not deplete capital at 
age 65, if those investments remain at 
the same level, and if he is able to 
keep it invested at the 3% rate. How- 
ever, there are other advantages of 
the life insurance annuity which 
should be taken into consideration. 
Here are a few of them: 

1. A break in health would prob- 
ably stop the investor’s earning pow- 
er, and he would be unable to continue 
his plan under the investment meth- 
od, whereas under the life insurance 
method if he becomes disabled as de- 
fined by contract, the company will, 
for a small additional cost, continue to 
credit his account with the regular 
purchase price for as long as disability 
exists, with no requirement to pay 
back any amount so credited. What 
investment organization will do this 
for him? 

2. Investment and_ reinvestment 
worries are over, and at the death of 
the annuitant any funds left in his 
account as per contract can go direct- 
ly to his named beneficiaries free of 
any charges. There is no will required 
as it is distributed by contract, and 
interests are protected by state laws. 

3. In addition, if emergencies 
should arise during the time he is 
accumulating his estate and the in- 
dividual should need money, he may 
not be able to borrow over 60% of 
the total values of his investments. If 
their values go down, he would prob- 
ably be forced to put up additional 
collateral or have the loan called. But 
under the life insurance method 100% 
of the loan value is available at all 
times, with no time limit. except for 
death, as to when it is paid back. 

We need only a limited amount of 
cash dollars when we are old and our 
earned income has stopped, but we 
must have income if we are to remain 
independent of other people. 


ALC, LIA, LIC Seek, 
Win Tax Rules Change 


(CONTINUED FROM PAGE 1) 
sued by individuals, were amortizable 
under the same rules previously ap- 
plicable. They also contended that the 
new amortization rule had no bear- 
ing on the accrual of discounts. Inter- 
nal Revenue Service after careful con- 
sideration agreed with these views. 

Two other sets of temvorary rules 
were also adopted by IRS, one en- 
titled, “Percentage To Be Used by 
Foreign Life Insurance Companies in 
Determining the Minimum Figure Un- 
der Section 819 (B) of the Internal 
Revenue Code of 1954, for Purposes 
of Computing Declaration of Esti- 
mated Income Tax for the Taxable 
Year 1959;” and another entitled, 
“Temporary Rules Relating to Elec- 
tions, Short Taxable Years...” 
These two sets of rules were issued by 
IRS without preliminary notice. 











Through the employment of 
modern engineering, James Watt 
harnessed the power of the steam 
engine and revolutionized the 
transportation world. 


In the field of life underwriting 
Security Benefit has harnessed 
the age old problem of highly 
rated or rejected cases through 
the employment of ‘Individual- 
ized Medical Underwriting.” 


IMU is a flexible underwriting 
program designed to meet the 
ever-changing needs and de- 
mands of a discriminating public. 


Why not “Discover the Differ- 
ence” in your earnings by join- 
ing a company that is ahead of 
the times in service, Home Office 
cooperation, and liberal under- 
writing procedures? 


Licensed in most states, Security 
Benefit is a sound, established, 
highly rated company, offering 
its representatives up-to-date 
policies, efficient Home Office 
cooperation, plus tested sales 
aids. We feel we are the Com- 
pany with the DIFFERENCE— 
here’s just a few reasons why: 


e Top first year and renewal 
commissions for General 
Agents: (Liberal vesting 
provisions) 


e Exclusive substandard facili- 
ties for you and your brokers 


e Lifetime Service Fee 


e Disability income when sick 
or disabled 


e Liberal retirement plan 
e Office allowances 


®CAREER OPPORTUNITY 4¢ 


If you’re like many alert Life Un- 
derwriters, you have been search- 
ing for the company which can help 
you make Life insurance a career 
instead of a job without a definite 
future. At the present time we have 
many excellent opportunities avail- 
able for men whose experience and 
ability qualify them for personal 
producing general agent responsi- 
bilities. If you feel that you can 
fulfill this challenging and reward- 
ing opportunity, contact us today! 


MARC F. GOODRICH, CLU 
Assistant Vice President 
Dept. 43 


SECURITY BEAEFIT LIFE 


INSURANCE COMPANY Topeka, Kansos 
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N. Y. Medical Society 
_Cites Health Council 
For Simple Claim Form 


New York State Medical Society has 
presented a citation to Health Insur- 
ance Council for “rendering an impor- 
tant service to physicians and their 
patients” through its work in simpli- 
fying A&S insurance claim forms. The 
citation was presented by Dr. Henry 
I. Fineberg, president of the society, 
during a luncheon at the Manger 
Vanderbilt Hotel, New York. 


Dr. Edson E. Getmrn, 2nd vice- 
president and chief medical director 
of New York Life and chairman of the 
council’s New York state committee on 
professional relations, accepted the 
award for the council. 

Several years ago, the council under- 
took, in cooperation with American 
Medical Assn., a program aimed at 
reducing the multiplicity of claim 
forms then in use to standard forms 
containing a minimum number of 
questions, tersely and clearly worded, 
and arranged in standard sequence. 

Use of the simplified form has been 





FOR THE MEN 
FROM MIDLAND 
MUTUAL 


Effective follow-through in the field! 


When Midland Mutual develops a new policy, a team of home office people 
swings into action with a series of follow-through meetings for general agents 
and agents. These are “nuts-and-bolts” sessions covering both product facts and 
‘sales methods. Questions are answered, problems are solved . . . field representa- 
tives acquire the know-how and confidence to get real results with the new plan. 

This success-proven program is another important reason for looking into an 


agency management opportunity with Midland Mutual. For full details write 


Charles E. Sherer, CLU, Vice President and Director of Agencies. 


MIDLAND MUTUAL . 


LIFE INSURANCE COMPANY 


256 East Broad St., Columbus 16, Ohio 


vVidiand Mutual has immediate agency openings in Florida, 
¢ see and Virginia. Opportunities also available in other states. Write Company for full information. 


nes 


FeNATIONAL UNDERWRITER 





Illinois, Indiana, lowa, Kentucky, Maryland, 


endorsed by companies providing 85% 
of the group A&S coverage written 
by the health insurance business. 


State Mutual Lite Individual Lite 
Sales Increased 14% In August 

Individual life sales of State Mutual 
Life in August increased nearly 14%, 
and for the first eight months were 
more than $140 million, a gain of 12%. 
Sales of individual A&S policies for 
the month were 40% ahead of August, 
1958, and for the eight months were 
up 68%. 








Quality 
New Products 


Here are the more recent addi- 
tions to Midland Mutual’s broad, 
modern line of personal insur- 
ance products: 

© Non-Cancellable A & S Disa- 
bility Income 

Pension Trust Series 
Flexible “All-in-One” Family 
Security Plan 

Hospital & Surgical Expense 
Insurance—guaranteed re- 
newable for life 

Major Medical—guaranteed 
renewable to age 65 











Serving Personal Security Needs Since 1906 











Stock Broker Sees 
Allstate Overshadowing 
Its Parent Sears 


A research report from Harris, Up. 
ham & Co., New York stock broker 
on Sears, Roebuck & Co., dated jp 
August, contains some interesting 
comments on the affiliated Allstate 

It is noted that Allstate was carrieg 
on the Sears books at an inv estment 
of $54,848,347 as of Jan. 31, 1959, while 
the equity in excess of book value on 
that date came to $117,027,717. ay. 
state’s net income in 1958 was $29. 
423,000 after federal taxes, almost 
double that of 1957. Investment jp. 
come increased 22.7% in 1958, reaching 
$14,226,000. 

“Allstate’s premium income is stil} 
predominantly automotive insurance 
At the present time automotive prenj- 
ums account for about 90%. A snoy. 
ball effect is expected as other insyr. 
ance continues to gain in volume. Its 
homeowner package which include 
fire, theft and personal liability jg 
growing rapidly, and its life insurance, 
which started September, 1957, js 
being handled by some 2,600 agents 
throughout the United States... 

“Now that Allstate has spread- 
eagled the insurance field, it may in 
the future give consideration to other 
financing areas. The installment {fj- 
nance business, for example, would 
not be too far afield for an efficiently 
run and aggressive organization to 
enter. No official discussions have been 
had on this point, but it seems a 
logical development to anticipate. 

“Many believe that some years in 
the future, the size of Sears’ subsidi- 
ary Allstate Insurance, will exceed the 
parent company.” 


Circuit Court Rules On 
Mortgage Cover Disability 


Circuit court at Milwaukee has held 
that a person must be disabled to the 
point where he cannot work before he 
can collect mortgage insurance. Hosea 
Rouse suffered injury to the right 
shoulder and arm while at work ina 
packing house in 1955. He maintained 
he was not able to continue on the job 
and his employment ceased 11 days 
later. Rouse asked the Cuna Mutual of 
Madison, Wis., to pay $9,275 on a 
policy insuring payment of his mort- 
gage in case of death or permanent 
disability. However, Judge Elmer Rol- 
ler, in dismissing the suit, pointed out 
that according to testimony by Rouse’s 
physician the disability was only 20% 
and that Rouse could perform less 
strenuous work than previously when 
he handled heavy meat products at the 
packing plant. 
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‘iciently AGENCY OPENINGS IN ILLINOIS, pee. Maccabees Chairman, s 
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tion to f] ANA, Owlo, micuican, renneryue | Directors Battle _ A MEMBER OF 
ve been NECTICUT. A hearing is scheduled this week by 
-ems a : Wayne county circuit court in Detroit THE FOUNDATION GROUP 
wie — — in a battle between Chairman George a 
ears in a a Shelley of the Maccabees and the presi- 

— AART HOOGENBOOM dent and nine directors of the frater- 
eed the Vice President and Director of Agencies nal. Box 321, Northside Station Atlanta 5. Georgia 
Mr. Shelley charges that the present . 
AMERICAN LIFE INSURANCE directors have been engaged in a pro- 
tracted effort to oust him from his 
position, which pays $50,000 a year. 
lity ASSOCIATION The officers and _ directors had 
scheduled a meeting this week to air in 
as held BRIDGEPORT 5, CONNECTICUT charges against Mr. Shelley, but this 
has been halted by a countersuit filed 
by Mr. Shelley’s attorney. 
It is also charged by Mr. Shelley that 
the directors have wrongfully with- 
held more than $2 million due him 
from the sale of assets and good will 
of his New York agency in November, 
1957, when he became president of the a 
Maccabees. He was made chairman in 
August, 1958. The board began efforts 
to freeze Mr. Shelley out of his job 








by Wisconsin National Life 


last February, it is alleged, and in July 
he was suspended as chairman and 
his salary withheld. Charges on which 
the suspension was based lacked foun- 





GUARANTEED INSURABILITY PLAN 


y 20% The Unity Mutual dation, Mr. Shelley’s brief asserts. 5 
1 less sai 6 options — Ages 24 through 40 
when H 
tthe ||| Léfe Insurance Company ll Lansing Area Leaders 
of New York Attend IAAHU Seminar GUARANTEED RENEWABLE FAMILY SECURITY PLAN 


FOR HOSPITAL AND SURGERY 


A leadership seminar of Interna- 
First-dollar or $50 deductible coverage 


tional Assn. of A&H Underwriters for 


z Insures the Lansing, Mich., region was attended 
by 30 officers of seven chapters. Oak- 
The Whole Famil ley Baskin, Buffalo resident of 
E y IAAHU, inaded the pt winiols cons. GUARANTEED RENEWABLE EXECUTIVE 
Uni rs d ducted the school. Sixteen similar INCOME PROTECTION PLAN 
ass ity agents are equippe meetings are scheduled throughout Tops in disability protection! 


to serve every need for per- | ‘he country. 


PROVID-O-MATIC TO MAKE YOUR HOME SECURE 


sonal insurance. Juvenile Bankers National Life Directors ded toni: teed gles 


Declare Stock Dividend Of 7.5% 





policies our specialty. The directors of Bankers National 
ae e Life have voted to declare a 7.5% CANCER AND DREAD DISEASE POLICY 
E. R. DEMING L. J. BAYLEY stock dividend payable Oct. 16 to $7.50 individual — $15.00 family 
Senatitens Pion stockholders of record Sept. 25. The 
Y 


stock dividend paid at this time last 


"8 HOME OFFICE—SYRACUSE, N. Y. year was 5%. 
| Bankers National’s total business for 
ES the first eight months was 39.5% ahead 


NUE of the same period in 1958 and totaled 
— $67.5 million. 


For complete information write AGENCY DEPT. 
WISCONSIN NATIONAL LIFE INSURANCE COMPANY 
Oshkosh, Wisconsin 


General Agency openings in Wis., Minn., Mich., 
Ill. and Ind. 
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HteNATIONAL UNDERWRITER 


Johnson Offers Suggestions For 


A Model Variable Annuity Bill 


(CONTINUED 
the stock of a life insurance company 
writing variable annuities only. 

Since many people in the insurance 
world have expressed views that a 
model bill should contain many ad- 
ditional restrictions and limitations I 
want to emphasize that the recom- 
mendation made above is deliberately 


FROM PAGE 1) 
made after years of study in the field 
and after several attempts to draft 
appropriate legislation authorizing the 
sale of variable annuities. 

I would appreciate the opportunity 
to meet with any commissioner who 
would like to explore the implications 
of this statement in detail. While 
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GENERAL 


A top New England Company has 





FLORIDA 


diately. Complete portfolio of Life, Group and A. & H. available. Full sup- 
port and assistance will be given to man with proven sales and supervision 
record. Your inquiry will be held in confidence. Write Box J-49, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


AGENCY 


agency opportunity available imme- 








AGENCY FIELD SUPERVISOR 


with hospital or A & H experience to as- 
sist our Director of Agencies, Wm. H. Hen- 
drickson, C.L.U. He should be between the 
age of 28 to 40 and have experience in 
recruiting, selection and training of agents 
and will assist in building a management 
development program. This company oper- 
ates on the branch manager system, pro- 
viding financing for agents as well. This is 
a salaried position and other benefits in- 
cluding a Deferred Profit Sharing Plan. 


LIVE IN ARIZONA 


Relocate, make your home in Arizona. It's a 
fine place to raise a family and you can pros- 
per with the growing West. 


In reply, please give age, family status, educa- 
tional background and life and A & H expe- 
rience. All replies will be held confidential and 
© persona! interview later arranged. 


Geo. E. Richardson, President, THE H. B. A. 


LIFE INSURANCE COMPANY, First Street at 
Willetta, Phone ALpine 8-4888, Phoenix, Arizona. 











ACTUARIAL OPPORTUNITY 


A well-known top ranking, 67 year old 
Midwestern Life Company has excellent 
opportunity for fellow, associate, or near 
associate. Qualified men will be given 
top actuarial responsibilities. Salary com- 
mensurate with experience. If you feel you 
can qualify for this unusual opportunity, 
write in confidence, giving a complete 
summary of your personal and business 
background to Box J-71, c/o The Nation- 
al Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 


ACTUARIAL 
OPPORTUNITIES 


Due to our tremendous growth and expansion 
in the life insurance field, we wish to add sev- 
eral staff people to our Actuarial Division. We 
are interested in the young man who is an Asso- 
ciate in the Society and we are interested in 
the person who has passed several exams and 
plans to take additional exams. We would like 
a minimum of three years experience in Actuar- 
ial work. Relocation in the Southwest is neces- 


many provisions could be enacted that 
might be useful under certain statutes, 
with the exceptions mentioned above, 
laws now on the books do provide 
satisfactory legal machinery for deal- 


ing with variable annuities. 
2. Is “balancing” 


side. Each has its selling points, each 
has been successful. 


CREF Not A Model 


Teachers Insurance & Annuity- 
CREF, of course, is a balanced plan. 
But CREF was organized by TIAA 
three decades after the parent com- 
pany started operation. TIAA was a 
highly successful annuity system when 
its officers set up CREF. The basic 
TIAA plan needed no drastic changes. 
Its officers wanted merely to add 
diversification to it. Participating in 
CREF was limited to 50% of total 
premiums received by TIAA. 

The TIAA-CREF plan has worked 
well in practice. TIAA-CREF, indivi- 
dual policyholders and the college 
world have indicated that they want 
their plan to be balanced, and balanced 
as it now is. TIAA, however, never set 
out to form a model for others to 
follow. It was primarily concerned, as 
it properly should have been, with 
special problems of the academic com- 
munity. 

When the Prudential bills were in- 
troduced in New Jersey, the subject 
of balancing came under considerable 
discussion. Prudential will follow a 
balancing concept by applying rules of 
underwriting. PALIC, VALIC and 
EALIC, on the other hand, furnish 
variable annuities without any regular 





sary. Ours is a large and progressive company 
with a top starting salary plus a full employee 
benefit and educational benefit program. Un- 
limited potential. Send résumé and recent snap- 
shot. Reply Box J-54, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











EUROPEAN 
OPPORTUNITY 


Pacific National Life Assurance Co., Home Office 
San Francisco, California, seeks a few high- 
calibre agents for expanding agency in Europe 
writing American military people. Top contracts 
with fringe benefits. Openings in Germany, Eng- 
land, France, Italy, Spain and North Africa. 
Wonderful income tax advantages for those re- 
maining 18 months or longer. Financing avail- 
able. For further details, send complete résumé 
and photograph in confidence to H. Smith 
Hagan, Sr. V. P., Pacific National Life Assurance 
| Co., Head Operating office, 411 E. South Temple, 





Available 
LIFE and HEALTH 
& ACCIDENT EXECUTIVE 
& DIRECTOR OF AGENCIES 


Available due to unique situation. Capable of 
taking full charge for building General Agency 
Plant and developing present force. Impressive 
references. Well-known with highly successful 
background. | will respect your confidence. 

Prefer Life and H&A Company with Home 
Office in Chicago area OR any Company where 
my office can be Chicago based. Can handle 
multi-state operation. 

if you know of a Company who may be inter- 
ested, please pass this Ad on to their Chief 
Executive. Write Box J-76, c/o The Natioval 
a Co., 175 W. Jackson Blvd., Chicago 


DEPARTMENT MANAGER 


Established old line stock company 
operating in seven southern states 
seeks manager for its industrial de- 
partment writing standard and sub- 
standard business. Position requires 
college graduate with 10 years ex- 
perience as Agent, Manager and 
some Home Office experience. This 
position offers top salary, stock op- 
tion, bonus, etc. Submit résumé con- 
fidentially to Box J-50, c/o The 
National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








STATE SUPERVISOR 


We are a Billion Dollar company in the midst 
of rapid expansion throughout the midwest. We 
need three young, successful agents, who are 
anxious to gain the necessary experience for top 
management positions, as State Supervisors in 
IMinois, Indiana, and Ohio. They must be able 
to recruit and supervise District Managers, while 
receiving training for the bigger jobs ahead. 
Excellent salary, expenses and overwriting. Send 
complete résumé to Box J-65, c/o The National 
Underwriter Company, 175 W. Jackson Blvd., 
Chicago 4, Illinois. Replies held in strict con- 
fidence. * 

















TOP LEVEL 

DIRECTOR OF AGENCIES 

If you have an expansion and supervising prob- 
lem in States that con be handled from resident 
headquorters near central U.S. then reply to this 
ad. Very successful, dependable and good 
speaker. Write Box J-72, c/o The National Un- 
jerwriter Co., 175 W. Jackson Blvd., Chicago 








SECRETARY WANTED 


By multi-million life insurance broker. Must have 
experience in life insurance with ability in prep- 
aration of proposals and policy audits. $6,000 
per yr. starting salary with opportunity for ad- 
vancement. Give Résumé. 
Write Ralph L. Stevens 
504 First National Bank Bldg. 
Miami, Florida 











AUDIO VISUAL SALES 


Territories available nationwide. Library of Life, 
A & S, Pension filmstrips. No investment neces- 
sary. Sell Home Offices, agencies, producers. 
A-V experience helpful. Résumé and photo to 
Insurance Counselling Service, Continental Film 
Productions Corp., 539 Vine Street, Chattanooga, 
Tennessee. 














essential? I can 
see no more justification for forcing a 
balanced program of fixed-dollar and 
variable dollar retirement income on 
an annuitant than for forcing him to 
always buy endowment insurance and 
term insurance together. In the secur- 
ities world, balanced, common stock 
and bond mutual funds exist side by 
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contractual or underwriting rule, 










balancing. These companies say }J nnuities 
ancing makes good sense in pg _— 
circumstances, but can be done by ae 
individual if he so chooses. They J hou it 
not believe it should be  regyj, olor 
inflexibly by law. ; peetica. 

In fact, forced adherence ty ; wel br 




























principle of balancing might leag , rofit 
life insurance industry into a trap, 4 ga 
the life insurance industry shee". 
establish the concept that balang, ge 
is required by law, then an argun, nt IC g 
could effectively be made that no ,, AL 7 
should buy fixed-dollar policies wis vislatior 





out an equal amount of variable qd 
policies. To get a proper balance i 
need equal weight on both sides of, 
scales. The life insurance industry ; 
never attempted such paternalign | 
think it would be a serious mistake » 
it to attempt it now. 
Against Profit Limit 

3. There is no need to limit q 
profits of stockholders. The bill whi 
I drafted for introduction in the Nw 
York state legislature in 1954, firs, 
the variable annuity legislative pj 
after CREF was formed, was designs 
primarily for group annuity busine 
with a nominal amount of capitj 
Under its formulas, a limit on profi 
to stockholders seemed appropria 
Some subsequent legislation sponsors 
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by mutual insurance companies pre Many 
contained specific limits on the amoypnnuity. ° 
that may be paid stockholders. an all» 
These limits now seem unwise conve 
Rights of stockholders in a nonpartiiP@ 2° & 
buarantee 


pating stock life insurance compar 
should be the same, whether a com 
pany writes fixed-dollar annuities g 
variable annuities, or both. Moreove 
establishment of such limits would ¥ 
a bad precedent for all non-partic 
pating stock life insurance companie 


huities ar 
bloyes. 
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Some o 
jas at W 


alculated 
What Should Be Specified or future 
Instead, the charter of any stoigroup’s & 


life insurance company authorized t{expenses, 
sell variable annuities should speciffiuring the 
(1) that the policy show percentage «! Some g 
the gross premium applied as a 
premium to provide  accumulati 
units; (2) deductions from the 
investment rate applied to the variab 
policies; and (3) formulas for deter 
mining the net investment rate, 
accumulation unit values, the annui 
units, the annuity unit values, and 
variable annuity installments, etc. 


stockholders’ 
limits. 
Competition Demands Dividends : 
We know how well this competitia(”© of bu: 
works. Theoretically, a life insurance 
company that issues participating pdl- 
cies need not pay dividends. Yet divi- 
dends are paid regularly—competition 
demands it. ‘g 
The deduction (2) may be volec] : 
each year by the board of directo vite 
much as the dividends of a participat- ae les 
ing life insurance company are volef,/? aM 
each year by its hoard of directors} i 
Boards of directors of a participating?™ ed. 


There 
companies 
Annuities 
fount. Th 



















company determine what excess eam} rig 
ings shall be allocated and paid out 1 : pao 


dividends and what shall be added t 
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unassigned surplus. The maximum bd 
deductions specified in the variable h oes tI 
annuity policy operates much as does ee cla 
the minimum guarantee in a partic: j naga 
pating fixed-dollar policy. ; a 
An adequate surplus is just as i J i i 






portant to a company selling variable 








18 Tules ‘ties as it is to a company selling 
CS Say hg " Be stional fixed-dollar ones. A 
€ in p pn-participating stock life company 
done by ould build up a surplus as a con- 
- They @ ont percentage of its assets. As a 
re Tedui -actical matter, an annuity company 

bnnot look to mortality gains as a 
nce to MW rplus builder. It must rely primarily 














ht lead gt profits from loading and yields 
> @ trap, investments. 
try Sho = 


4, Are mortality and expense guar- 
t balangll xed essential? EALIC, VALIC and 
n ArgumebaLIC guarantee mortality and ex- 
ense factors. Some of the proposed 







licies wish. 7.4; thori writing of 
7 Mvislation to authorize w g 

iable able annuities specifies these 
alance yy arantees must be made. The New 
Sides of tj ersey legislation so provides. I believe 





idustry ke would be a serious mistake to 
ernalism, | eeze the mold” by legislating such 
mistake fp arantees. We have had too little 
xperience, to date, to justify it. 


REF The Most Successful 





wae Bf The most successful variable an- 
n the Nepuity company organized to date, is 
54, first REF. CREF operates with complete 
lative bil utuality at all times. CREF does not 
1S desions arantee mortality and expense fac- 
y busing ors. It would seem unwise to enact 
of capita egislation barring operation of com- 
on profit pd ies like CREF. i ; ¢ 

pproprig In the group annuity field, especially 
- sponsonglnder deposit administration, there 
panies }apere Many counterparts to the variable 
he amoypnnuity. The insurer may assume less 
S. an all of the risks assumed under 

















n unwisfhe conventional annuity. There may 
1onparticig® 


no guarantees, or only limited 

- compan arantees of the rate at which an- 

or a confiuities are purchased on lives of em- 
I} 

nuities qployes- 

Moreovelements In Formula 










"I Some of the elements in the form- 
las at which rates of retirement are 
alculated may be specifically omitted 
or future adjustments, according to a 
any stoigroup’s experience, its administration 
horized eevenses, or its investment experience 
ld specifyfluring the accumulation period. 

centage i? Some group pension plans also pro- 
ride, when the group is large enough, 





















pon the mortality experience of the 
articular group. 


rate, thffixed and variable dollar policies? Just 
€ annuitfas one company may sell policies writ- 
s, and then in the currencies of many countries 
ete. all variable in terms of current ex- 


hink there is need to limit, by legis- 
ation or regulation, companies to one 
mpetition e of business. 


eedn’t Be Resolved 


| There are some _ established life 
ffompanies that want to write variable 
mnuities through a segregated ac- 
fount. There are other established life 
fompanies that want to write variable 








director: 


rticipat-F™Uities through a subsidiary cor- 
re voteipration. There is no need to resolve 
sirectorsfS dispute. Both methods should be 


icipating 


permitted. 

ss eam-} The Prudential bills in New Jersey 
id out inftd the State Mutual Life bills permit 
added tof" Writing of both variable and fixed 
aximum Par policies by the same company. 





variable P? does the John Hancock bill, which 
as does | have classified as a variable annuity 
ici- PU even though it is not so labeled 

id is limited to group annuities. The 

; as im- (Ul Revere bill authorizes a life com- 
variable (*2y to organize a separate ‘subsidiary 





company to write variable annuities. 

6. It is unwise to restrict payment 
of cash surrender values for variable 
annuity contracts. The theory of cash 
surrender value is ingrained in the 
history of the life insurance industry. 
There is no reason why it should not 
be applied to variable life annuities. 

I have had long personal experience 
with efforts to restrict the cash sur- 
render value of annuities. Annuity 
contracts written by TIAA are usually 
paid for, in part at least, by an em- 
ployer. They are fully vested and, 
theoretically, have no cash surrender 
value. In practice, TIAA has found it 
impossible to adhere strictly to this 
policy. 
‘Repurchased’ Policy 

The first case that forced TIAA to 
depart from the no cash value pro- 
vision was this: A policyholder’s doctor 
reported that he had an incurable case 
of cancer and would live but a short 
time. During this short time he would 
need expensive treatment. He could 
not afford this treatment. Trustees of 
TIAA “repurchased” this policy and 
paid this policyholder a lump sum. 

TIAA now has a procedure by which 
it makes cash surrender payments to 
policyholders in similar circumstances. 
But this procedure, though necessary, 
has been difficult to administer and to 
explain. I think a similar one, in a 
company that deals with the general 
public, would be even harder to ad- 
minister. 
Installment Surrender Payments 

The Prudential bills provide that the 
cash surrender value for variable an- 
nuity policies may not be paid in a 
lump sum, but must be paid in install- 
ments over a period of years—three or 
more. These limitations were included 
to insure that variable annuities would 
not be used for speculative purposes. 

In practice, however, no policyholder 
of any variable annuity company 
now in operation has tried to speculate 
with his policy. From a tax standpoint, 
an individual can better speculate 
with mutual funds. He can get the 
benefit of capital gains treatment if he 
buys shares of a mutual fund when 
stock prices are low, sells them when 
they go up. He cannot get this same 
tax treatment on the cash amount he 
gets if he surrenders his variable 
annuity contract. 


Against Playing God 


I think that any company should be 
permitted to write a variable annuity 
as specified in the New Jersey legis- 
lation or with no cash surrender value 
whatever as.in the CREF contract; 
but, I think it would be a mistake to 
force every company through a model 
bill to write a contract with either 
limitation. Let’s not try to play God, 
at least so early in the game. 

7. The use of “units.” All variable 
annuity contracts written to date have 
been written in terms of “units.” 
“Units,” broadly speaking, represent a 
policyholder’s pro-rata share in a fund 
invested in common stock and other 
equities. At retirement, he gets back 
a certain number of units each month. 
The number of units he both owns 
and gets back remains constant, but 
their value changes. 

While it is possible, theoretically, to 
write variable life annuities without 
using units, I think most companies 
will use units. They serve two useful 
purposes: 

A. If a participant in a variable 
annuity plan pays in a certain amount 
of money during the year and then 
receives a statement saying the value 
of his policy is lower than it was a 
year ago, he may have to ask the 
company for an explanation. On the 





J. Finlay Allen, 
senior vice-presi- 
dent of Home Life 
of New York, left, 
presents $500 ac- 
tuarial scholarship 
checks to J. Kent 
Jarrell, a senior at 
the University of 
Pittsburgh, center, 
and Arthur’ T. 
White, a junior at 
Oberlin College. 
The _ scholarships 
are awarded an- 
nually by Home 
Life in conjunction 
with its summer 
trainee program 












designed to stimulate interest in actuarial science as a career. They are made 
available to college students majoring in mathematics who meet other standards 
of academic achievement, character and leadership. 





Southern Life Stock Dividend 

Southern Life of Georgia has de- 
clared a 20% stock dividend payable 
Sept. 15 to stockholders of record Sept. 
4. This is in addition to a cash dividend 
of 50 cents a share paid April 1. 
Insurance in force exceeds $220 mil- 
lion. Assets total $8,560,664, up $1,090,- 
851 during the last 12 months. 





other hand, when he gets a statement 
that says the amount he has paid in 
during the year has given him addi- 
tional units but the units are worthless 
because of changes in the investment 
market, he can grasp what has hap- 
pened. 

B. As time goes on, units will be- 
come an increasingly valuable statis- 
tical measuring stick for the company. 
They serve as an index indicating the 
success of a variable annuity system. 

It is too early to freeze all methods 
to be used in determining units. Units 
can be calculated in several different 
ways. But in its annual report, a 
company should be required to show 
the formula by which units are cal- 
culated and record its unit values over 
past years. 


Supreme Court Made Changes 


8. Expediency vs objectivity: Let’s 
not confuse expediency with objectiv- 
ity. From the standpoint of expediency 
(practical hardheaded politics, if you 
will) Prudential was probably wise in 
suggesting a number of limitations in 
its New Jersey bills. Even with these 
limitations it took five years to get 
the bills passed. Moreover, some of 
these limitations were recommended 
at a time when many people in the 
insurance industry were arguing that 
variable annuities should be regulated 
exclusively by insurance commis- 
sioners. : 

Since the Supreme Court of the 
United States has now decided that 
variable annuities are to be regulated 
by the Securities & Exchange Com- 
mission, these motives no longer exist. 
In short, I am not questioning the 
wisdom of Prudential or CREF—I am 
addressing these remarks solely to the 
drafting of a “model” bill for future 
legislation. 


Bill Should Be Short, Simple 


In closing I would like to emphasize 
my belief that any model bill pre- 
pared at this stage to authorize the 
writing of variable life annuities 
should be extremely short and simple 
and should eliminate any unnecessary 
limitations or restrictions. Such a bill 
should be limited to the three points 
mentioned under the first recom- 
mendation above. 

I submit these suggestions with 
great humility as this is a new and 
vast field. Mine is but a small voice in 
the wilderness. 





Guaranty Savings Life 
And Skyland Directors 
Approve Merger Plans 


Directors of Guaranty Savings Life 
and Skyland Life have approved a 
plan to merge the two companies, sub- 
ject to approval of the stockholders of 
both companies and the insurance de- 
partments of Alabama and North 
Carolina. 

Guaranty stockholders will meet in 
Montgomery on Oct. 19 and Skyland 
stockholders will vote on the merger 
the following day in Charlotte, N.C. 
If both groups approve, the merger 
will become effective Nov. 1. 

Ernest H. Woods, president and 
chairman of both companies, said that 
the merger plans provide that Guaran- 
ty will be the surviving corporation 
and that the home office of the new 
company will be in the Guaranty Sav- 
ings Life Building in Montgomery. 
An office will be continued at Char- 
lotte, he said. 

Assets of the combined companies 
will exceed $10 million and total in- 
surance in force will be more than 
$140 million. The basis for the stock 
exchange to complete the merger will 
be share for share to Skyland stock- 
holders. 


Occidental Of Cal. 
Opens Full-Time 
Actuarial School 


A full-time school of actuarial sci- 
ence has been installed by Occidental 
of California at the home office in 
Los Angeles. President Horace W. 
Brower explained that the company’s 
expansion has placed demands for 
manpower on the actuarial depart- 
ment that colleges and universities 
have been unable to fill. 

Geoffrey Crofts, former associate 
professor of actuarial science at the 
University of Manitoba and, most re- 
cently, at Occidental College in Los 
Angeles, will direct the school. 

College and university graduates 
will be hired to study on-the-job at 
full salary. The program will entail 
from three to six hours of classroom 
instruction each week, along with on- 
the-job training. From 15 to 20 stu- 
dent-employes are expected to be en- 
rolled in- the initial program which 
begins in September. 

Occidental will continue its summer 
program for undergraduate students 
who work there during summer vaca- 
tions under’ an arrangement similar 
to the full-time school. Summer stu- 
dent-employes receive bonuses for 
completing actuarial examinations pri- 
or to their graduation from college. 
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* ALL AMERICAN 
. LIFE & CASUALTY COMPANY BELIEVES... * 
: 4 
“You deserve to own your own business ” 


* .-.not just rent uar”’ * 


* * 


* * 

ot my gy oe oe 
Why not investigate NOW one of the most talked about companies in America 
and learn the startling facts about Democracy in action—through the out- 


standing contracts and policies of All American Life & Casualty Company. 









WRITE: 
Mr. E. E. Ballard, President, All American: 
Life & Casualty Company. All American 
Building, 505 Park Place, Park Ridge, Illinois. 
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" CHICAGO, ILLINOIS 
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General Offices: ALL AMERICAN BUILDING, 


PARK RIDGE, ILLINOIS 
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SOWLES, ANDREWS & TOWNE, Inc. 
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MANAGEMENT CONSULTANTS 
LIFE — FIRE-—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND DALLAS MIAMI 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 


2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 














DONALD F. CAMPBELL 


Consulting Actuary 
Suite 2011 


139 N. Clark St. Chicago 2, Ill. 

















CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 
Telephone WAbash 2-3575 
332 S$. Michigan Ave. Chicago 4, Ill 





NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 














COATES, HERFURTH & 


ENGLAND 
Consulting Actuaries 
Sean Francisco Denver los Angeles 










ST. LOUIS KANSAS CITY 
THE 
HOWARD E. COMPANY 


INCORPORATED 
Consulting Actuaries 


2859 N. MERIDIAN ST. + INDIANAPOLIS 7, IND. 

















WILLIAM C. CONLEY 
Consulting Actuary 


Lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 





RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries —insurance Accountants 
Pension Consultants 
William-Oliver Bidg. 
sAckson 3-7771 
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E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 
Bourse Buildina 
Phila. 6, Penna. 


Consulting Actuaries 


i Accountants 
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Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N.Y. 
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Let Insurance Guarantee The Hamburge, 
Equities Can Buy Filet Mignon-If Any 


(CONTINUED FROM PAGE 8) 


lems is non-existent. For the most part 
we feel quite strongly about what we 
consider certain basic and fundament- 
al things. Should a man_ invest? 
When? How much? 

In most cases we are guided by two 
underlying concepts. They are (1) 
first things first and (2) diversifica- 
tion—“not all the eggs in one bask- 
et.” Specifically, this is what we mean. 
Most of our clients have agreed. 

Every family has basic, minimum 
financial needs. Every head of a fam- 
ily is striving to satisfy his family’s 
wants and to provide for their future 
security and needs. We feel that the 
minimum needs should be available on 
a guaranteed basis. If this family 
needs $400 monthly, or $600, or $800, 
to keep the family together should 
Dad’s income no longer be available, 
then $400, or $600, or $800, should be 
available regardless of any other fac- 
tors or considerations. 


Can Be Adjusted To Needs 


As times change, the provisions can 
be adjusted. Built-in safety factors can 
permit adaptation to future changes 
and, to some degree, inflation. But 
whatever might happen to any other 
property the family may possess— 
should it be lost completely, depreci- 
ate, become frozen—the family will at 
least know that the basic number of 
dollars it needs to get along on will be 
there. 

The same applies to providing for 
one’s retirement. It is possible, of 
course, that $400 per month 20 years 
from now will not buy as much as it 
does today—but at least $400 will be 
there, and it is also possible it will 
buy more. The same factors which 
may create the need for more dollars 
will make it easier for a man to put 
away more dollars to increase his re- 
tirement as he goes along. But a 
minimum should, and can, be pro- 
vided for. 

Now, having provided the founda- 
tion for his own security and the 
security of his family, a man can 
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NALU Committee Finds Hope For Curb On Keogh-Law Group 


problem of twisting, etc., can be re- 
solved and corrected within our own 
industry. It is a very complex prob- 
lem, however, and we do not expect 
to solve it with any facile or super- 
ficial proposal. j 

As stated in our midyear report, 
this will entail (1) defining the prob- 
lems and terms; (2) spelling out the 
abuses; (3) analyzing what has been 
done toward correction by: (a) com- 
panies, (b) field forces, (c) insurance 
departments; (4) development of a 
genuine, cooperative solution by all 
groups mentioned. 

Many of our own members seem to 
be ignorant of exactly what is meant 
by the various terms: twisting, replace- 
ment, substitution, etc., as used in the 
insurance industry. 


One Term At A Time 


Therefore, it is our recommenda- 
tion that we start with defining one 
term at a time and see if we cannot 
in this way set up a code of definitions 
which will not be misunderstood or 
misinterpreted. 

After lengthy research into the laws 
of the various states (and, incidentally, 
all of the states have some type of law 
against twisting), we have come up 
with the following proposed definition 
of twisting which we would like you 
to study and improve upon in any way 
you see fit: 

“The making, issuing, circulating, or 
causing to be made, issued or circu- 
lated, any statement or estimate mis- 
representing the terms or conditions of 
any insurance policy or annuity con- 
tract issued or to be issued or the 
benefits, dividends, or profits promised 
thereby or to be received thereon, or 
making any false, incomplete, or mis- 
leading statement or comparison be- 
tween policies or the dividends or 
share of surplus paid on similar poli- 
cies, or making any misrepresentation 
or misleading statement as to the 
financial condition of any insurer or as 
to the legal reserve system upon which 
life insurance is based or any other 
misleading statement, misrepresenta- 
tion or incomplete comparison, of any 
kind whatsoever, to any policyholder 
for the purpose of inducing or tending 
to induce such policyholder to lapse, 
forfeit, or surrender his insurance or 
annuity contract or to replace such 
insurance or annuity with another 
contract.” 


Not Alone In Campaign 


Fortunately, we are not alone in our 
campaign against the abuses wrought 
by the twister. 

The life insurance companies have 
been working on this same problem 
both in their associations and on the 
individual company basis. 

It has been suggested that perhaps 
we can recommend improvements in 
the definition section of the company 
applications for life insurance cover- 
age. 

Perhaps there should be some state- 
ment in the application inquiring as to 
whether or not the proposed insurance 
will result in the cancellation or re- 
placement of an existing insurance 
policy. 

In addition, it has been suggested 
that the general agent and manager 
and a company officer should all sign 
the application for insurance so that 
everyone may know when a new policy 
Is Issued to replace or substitute for 

existing insurance. 

In a recent issue of Probe a proce- 


dure was set forth which your chair- 
man believes has a great deal of merit. 


(CONTINUED FROM PAGE 2) 
Their suggestion is as follows: 

“Here, we believe, is a way any com- 
pany that really wants to conserve its 
business against the twister can at 
least throw a roadblock in his way. 
To do this we suggest: 

“a. That a letter or special mailing, 
similar to the one which follows below, 
be sent to every policyholder. This 
might also be followed up by a printed 
card to be included with each premium 
notice. 


Would Analyze Proposals 


“b. That the company assign some 
one person or group of people at the 
home office to analyze the twister’s 
proposals promptly. 

“c. That all agents be alerted that 
the letter and premium stuffer is going 
to policyholders.” 

Here is the suggested warning letter or 
notice: 
“Dear Mr. (personally addressed): 

“If you are approached by anyone 
who advises you to cash in a life in- 
surance policy with us or any other 
company, to substitute for it a differ- 
ent kind of policy, or to manipulate it 
in other ways, beware! 

“If such a proposal is made, we sug- 
gest: 

“1. That you ask its author to send 
you his proposal in writing, on his 
own or company stationery and over 
his signature. Also ask him whether 
he would be kind enough to give you 
a carbon copy. 

“2. That you send a copy of the 
proposal to us. We will have it anal- 
yzed and send you an evaluation of it 
in which we will point out any fal- 
lacies or omissions. You then will have 
a chance to use your judgment with 
the full facts at hand before taking an 
action that you are likely to regret. 

“3. That, if the person who makes 
these proposals will not give you the 
details in writing, you will be doing 
a public service if you will report the 
story to the agent, or to us, or to 
any other company whose policy is 
being attacked. 


Concedes Full Rights 


“So that there can be no misunder- 
standing, we want to point out that 
your cash values or other contract 
rights, including annuity options for 
yourself, are yours to do whatever you 
wish to do with them and that you are 
entitled to prompt and efficient service. 

“We do, however, feel a responsibil- 
ity to issue this warning that, no mat- 
ter how attractive the scheme may 
appear to you, rarely is the whole 
picture presented; and a careful analy- 
sis will reveal, except in the rarest 
instances, that only the man who 
makes the proposal will benefit by 
such a transaction. 

“Sincerely yours, 
“President” 

The insurance departments of the 
several states have taken up the ban- 
ner against this festering sore in the 
life insurance body. 

The insurance department of Minne- 
sota has recently ruled that for in- 
stances of twisting reported to that 
department, no documented evidence 
will be required and the department 
will pursue the matter itself and go 
directly to the insurance company 
when cases of twisting are reported. 

The Texas insurance department has 
recently issued a warning to all com- 
panies in Texas setting forth the evils 
of substituting a new policy for an 
existing contract and referring com- 
panies and agents to the anti-twisting 
statutes of Texas. 


The Florida commissioner has also 
issued a recent ruling on the subject of 
twisting and pointed out those situa- 
tions which comprise twisting. 

The National Assn. of Insurance 
Commissioners has appointed a special 
subcommittee to study this problem 
and to come up with possible recom- 
mendations of proposed changes in the 
current laws on this subject. 

Recently the chairman of this sub- 
committee sent out a questionnaire to 
the commissioners of the various states 
inquiring first as to whether the pres- 
ent laws are adequate on the subject 
of twisting and secondly, as to wheth- 
er the problem is so severe as to war- 
rant consideration and action by the 
NAIC on a national scale. It will be 
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interesting to learn of the results of 
this questionnaire as soon as it is 
completed. 

It has also been recommended that 
this committee ask the various life in- 
surance company associations to study 
the problem of twisting’ and substitu- 
tion and see if they can approach the 
problem from the company end of the 
business. It has a been recom- 
mended that the General Agents & 
Managers Conference interest them- 
selves in this activity. 


Can Avoid Police Action 


With all of these different facets of 
the life insurance industry cooperating 
towards a common goal, we feel confi- 
dent that the problem can be resolved 
and corrected without resorting to 
“police” action by governmental au- 
thorities. 
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Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65—at guaran- 
teed premium rates, non-aggregate, no house confinement, 
hospital-surgical-medical benefits. 
benefits from one year to Age 65—Accident from 
two years to lifetime. (Also participating life 
insurance and all types of group insurance! ) 


Sickness 






Expansion program provides openings for 
qualified General Agents in selected areas. 
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GROW WITH PILOT 


The Pilot’s wheel symbolizes your opportunity 


to steer your own course as you grow with Pilot. 
Pilot in 1959 is one of America’s great growth 


companies, virtually unmatched in speed and 


depth of growth. So here is opportunity to grow 


Bill 





with i-uot, to grow in personal income, to grow 
in influence in the community and in the Com- 


pany, grow in prestige as a Pilot General Agent. 


Pilot Life needs new general agents now for its 


sound expansion program. 
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LIFE, GROUP, ACCIDENT & SICKNESS 


PILOT TO PROTECTION FOR OVER FIFTY-FIVE YEARS ° O. F. STAFFORD, PRESIDENT ° GREENSBORO, NORTH CAROLINA 
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